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(8 years of PROOF 


@ in thousands of homes and camps as 


a new source of comfort 


@ in thousands of dealers’ sales rooms 


as an easy-to-sell specialty 


HEATILATOR... 
pemericas Leading 
FIREPLACE 


A leader in its field for 18 years, the 
Heatilator Fireplace has proved every 
sales claim made for it—in thousands 
of homes and camps—under all con- 
ditions of use and climate—in all parts 
of America and Canada. 











That’s why the Heatilator Fireplace 
is easier to sell, why it has proved 
itself in thousands of dealers’ sales 
rooms as a profitable specialty item. 
Prospects have confidence in the Heat- 
ilator name, its record, its economy, 
simplicity and durability. 





Your selling job is half done when 
you say, “‘This is a Heatilator Fire- here é Ouly O "HEATILATOR” 
place—proved all over America.”’ pats “tert ngay 
More—you are selling an item that Will Not Smoke 
will bring you customer good will, 
plus a reputation for handling proved, HEATILATOR, INC. 
dependable merchandise. 549 E. Brighton Ave., Syracuse 5, N. Y. 
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FARM BUILDING FREED FROM CONTROL—All farm building construction, other than 


farm dwellings, has been freed from limitation order L-41. Farm dwellings are still controlled 
under an unamended section, but all other farm buildings revert to the old freedom. 














REMODELING REGULATIONS EASED—Home alterations and repair work that don't in- 


volve exterior additions or major exterior alterations are now exempt from L-41. This makes 
legal a wide variety of modernization work regardless of cost: conversion of attics and base- 
ments into livable rooms, installation of picture windows, changes in floors, walls and mill- 
work, etc. . . . The continued control of major exterior additions is supposed to prevent 
building a new house under the guise of a remodeling job. 













CEILING PRICES FOR NEW HOMES?—OPA has drawn up a startling plan to establish 


selling prices on residential construction. If adopted, it would place construction under more 
rigid controls than were attempted at any time during the war—and might means the prac- 
tical cessation of home building. A bitter fight is shaping up over this proposal. Read com- 
plete details elsewhere in this issue. 













GIGANTIC PUBLIC HOUSING PROGRAM—The Wagner-Ellender low-cost housing bill, 


if passed, would pave the way for a huge development of government-subsidized housing. 
Prominent lumber dealers and spokesmen for the building industry feel that the bill is highly 
inimical to private enterprise. A feature article in this issue is devoted to this important and 
timely subject. 
























OPA ERRS, BUT LUMBER PRICE LID STAYS—Early last week OPA issued a list of ma- 


terials exempted or suspended from price control. Lumber and primary forest products ap- 
peared on the list. Shortly thereafter the agency hastened to explain that it was ‘inadvertent’. 
Typographical error or no, the lumber price controls remain in effect. 








WILL SPEND $160,000,000 for RECONVEERSION — That's how much the lumber and 


woodworking industries plan to spend during the next 12 months to gear their operations to 
postwar needs. This figure, almost two-and-a-half times the expenditure for 1939, was re- 
vealed recently by the U. S. Department of Commerce. 








HOME BUILDING MEANS JOBS—The National Retail Lumber Dealers Association has 


estimated that the home building industry is capable of creating at leqst nine and a half 
million postwar jobs—a real spearhead for the return to a peacetime economy. The jobs 
were listed as being of four types: 1) actual construction work on the home site; 2) off-site 
labor that produces, transports or transforms raw materials to construction materials on the 
building site; 3) store, shop and service establishment construction that results from the 
development of new shopping centers in new communities; 4) retail jobs that develop in 
these same neighborhood stores and shops. 





DEALERS PREPARE FOR HOME MODERNIZATION BUSINESS — Recent relaxations in 


L-41, plus the hope that building materials shortages will ease soon, are creating great in- 
terest in the market for home modernization. Many dealers expect it to be an important 
source of business volume before new home building gets under way on a large scale. 
Orders are rolling in daily for copies of “38 Ways to Modernize Your Home,” American 
Lumberman's advertising booklet designed to bring remodeling prospects into the lumber 
yard. Newspaper advertising mats are now available to promote distribution of the booklet. 
See details elsewhere in this issue. . 
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FACTRI-FIT 
GAINING 


Standard FACTRI-FIT 
gaining is 7” from top of 
door, 11” from bottom. 
Standard butt on 1 3/8” 
doors is 3 1/2”x3 1/2” 
—on | 3/4” doors, 4”’x4”; 
with square corners. Cen- 
ter gaining, recommended 
for heavy construction, 
is equi-distant between 
other two. In routing, lips 
are left on to be knocked 
out by carpenter for 
right or left hand swing. 








Send for Catalog 


Ga 






Shows complete 
line of Senahe fir 
interior doors, Tru- 
pad entrance re 
a new specia 
items. — ne 
within 
the United States. 


MODERN DEMANDS! 


‘Standard Specifications for 


rACTRI-FI 


PRECISION- MADE TO MEET 











FACTRI-FIT 
SIZES 


FACTRI-FIT doors are 
prefit to exact net book 
standard stock sizes listed 
in the U. S. Commercial 
Standard 73-43. This 
means, for instance, that 
a 2'8” x 6’8” FACTRI-FIT 
door is furnished exactly 
to the specified width and 
length. FACTRI-FIT doors 
are scuff-stripped for pro- 
tection, grade-marked for 
easy identification. In- 
cluded in the line are ba- 
sic 3-panel layouts adapt- 
able to all types of build- 
ing. 

































FACTRI-FIT 
LOCK BORE 


All boring for locks to 
center of knob 36” from 
bottom of door. Machin- 
ing specifications that 
will be standard for all 
completely - machined 
FACTRI-FIT doors unless 
otherwise specified: dia- 
meter of bore-in, 15/16”; 
length of bore-in, 3 3/4” 
from edge; face plate, 
1”x2 1/4”x1/16", square 
shape; cross-bore, 5/8” 
diameter on 2 3/8” cen- 
ter. The trend today is 
toward bored-in locks, 
and virtually all nation- 
ally-distributed locks of 
this type will fit these 
specifications. Doors can 
be furnished mortised or 
machined to other speci- 
fications on special order. 


Douglas Fir 


DOORS 


FIR DOOR INSTITUTE 


Tacoma 2, Washington 
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: ' Wen Senator Extenper (La) and George | 
F. Nixon, chairman of the i sing 
committee of the National Association of Home — 
Builders, debated in New Orleans, Aug. 28, the 
Wagner-Ellender low-cost housing bill received 
its first public airing. In the article on pase 
are given both sides of the question of the need 
‘and value of a public housing plan such as the 
one outlined by the bill. Supplementing the 
debate are the opinions of Morton Bodfish, ex- 
ecutive vice president of the U.S. Savings and 
Loan league, S. L. Forrest, president of the 
National Retail Lumber Dealers association, and 
Gene Ebersole, executive vice president of the 
Lumbermen’s Association of Texas. In addition 
the main points of the bill are outlined and dis- 


cussed. 





* TWELVE YEARS ago lumber dealers were the 
most substantial factor in promoting new 
home construction. Since 1933, however, FHA 
insured mortgage loans have permitted banks to 
carry almost the entire financial load of new 
building, and the supplier has been left only the 
function of distributing materials. At the same 
time dealers are being surrounded by competi- 
tion from big chain retailers and manufacturers 
offering complete prefabbed homes. The article 
on page 45 discusses a three-point program for 
dealers who want to stay on top in the home 
construction field. 


> ONE OF THE biggest fields for modernization 
and home construction is on the farm, In 
spite of such programs similar to the one for 
rural electrification, farm construction has not 
kept pace with modernization of urban _struc- 
tures. The article on page 46 discusses the ups 
and downs of farm construction since World 
War I, and indicates that in the near future 
farm construction will return to normal, using 
= 16 percent of the total consumption of 
I er. 


> How can home construction help in the re- 
employment of veterans? On page 50 is the 
answer in actual figures, showing how many men 
are directly employed in the building of a new 
home and how many more are indi bene- 
fited through the need of other new buildings — 
and men to run these new businesses. By analyz- 
ing these figures it will readily be seen how the 
home building industry will help create 
nine and a half million postwar jobs, and why 
the nation looks to the home construction indus- 


| try to spearhead the return to a peace-time 


economy. 


p, Onn on THE best angics for tthe Demiee metas 
to consider is the county t. He has enor- 
mous influence in farm bailing jiseeuee. On 
page 58 is an article showing how a good many 
sales originate with the county agent. He is in 
close personal contact with the farmers, he at- 
tends monthly meetings of various farm groups, 
and he has in his many plans for farm 
whe By keeping in close touch with him, — 
says a Webster City, lowa, dealer, he can prove 
to be one of the best salesmen a dealer will 


L. 





With the SPRED franchise you enjoy a generous territory that 
is not divided between you and several other SPRED dealers. 
You are PROTECTED. This means that your prospects are all 
yours ... and that SPRED advertising and your own promo- 
tional efforts make customers for you and you alone. 
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A Strait-Jacket for 
The Building Industry 


The life blood of bureaucracy is the abrogation 
of personal freedom. Government by bureaus can 


have no permanent place in a free republic. The~ 


concentration of much power in the hands of a 
few is inconsistent with democracy. It is the very 
antithesis of Americanism. 

In times of war we willingly surrender a large 
measure of our personal freedom. In the interest 
of national security we subject our lives and our 
businesses to rigid control. Bureaucrats (and 
remember that they derive their powers from a 
Congress that we have elected) are given sweeping 
authority to manage our national economy. Such 
a situation is never very satisfactory or, for that 
matter, very efficient. We tolerate it because it 
seems necessary in wartime. 

By temporarily curbing our freedom of business 
action we achieve a reasonable degree of coordina- 
tion in our war effort—a coordination that is 
necessary if we are to win and preserve our liberty. 

Looked at in this light bureaucracy is revealed 
as a temporary tool—a means to an end and not 
an end in itself. It is something to be endured in 
time of war and for a short time thereafter. We 
doubt that bureaucrats ever look at their jobs in 
this light. Some of their recent activities, in fact, 
force us to believe that they are merely interested 
in perpetuating their powers. Now that the war is 
over, we doubt that American business will long 
tolerate wartime controls. 

Many wartime controls have been revoked or 
modified; a few have been retained for what seem 
like excellent reasons. But some government agen- 
cies are exhibiting an alarming tendency to manu- 


facture new controls even more rigid than were 
imposed during the war. The home building indus- 
try, in particular, is being measured for a strait- 
jacket. 

One of the most serious threats to the freedom 
of the building industry is the proposal to estab- 
lish dollar-and-cents ceiling prices on all residential 
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EDITORIAL 


construction. The Office of Price Administration 
has launched an elaborate program with the 
avowed purpose of preventing inflation in real 
estate. That is a noble motive, but OPA’s plan is 
unworkable and unnecessary. No agency could 
possibly make each year the hundreds of thousands 
of cost studies and appraisals that would be neces- 
sary to implement such a program. It would bog 
down in red tape. It would practically wipe out 
home building. 

The retention of L-41 is another piece of bureau- 
cratic maneuvering with rather obvious motives 
behind it. This order has served its purpose as a 
war measure. Recently relaxed, it still blocks the 
resumption of home building. No doubt it is being 
retained to paralyze the industry while OPA and 
NHA forge stouter chains for future use. 

Another strand in the entangling net which is 
being thrown around the home building industry 
is the Wagner-Ellender low-cost housing bill, 
S-1342, which would divert huge sums of tax 
money into public housing projects. While giving 
lip service to private industry, the bill holds the 
door open for government control of housing. If 
passed, it will establish a strangle hold on all seg- 
ments of the industry. 

All of these might seem like separate things— 
but they are all part and parcel of the same thing, 
of a broad program which would emasculate the 
industry and make home building a government- 
subsidized project. Unless there is intelligent and 
concerted objection—now—these things may go 
through to the lasting detriment of builders, con- 
tractors and dealers. 

We ask that OPA's ridiculous project to put 
dollar-and-cents prices on all houses be squelched. 
But let’s keep reasonable price ceilings on building 
materials until supply approximates demand—then 
remove them completely. 

We ask that L-41 be revoked. 

We ask that Congress defeat the Wagner-Ellen- 
der bill. Unshackle the private home building 
industry and give it a chance before tinkering with 
such communistic proposals. 
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HE Wagner-Ellender low-cost 

housing bill, S-1342, received its 
first public airing before a crowd of 
more than 700 lumber dealers, con- 
tractors and representatives of build- 
ing trades and loan agencies in New 
Orleans Tuesday, August 28, when 
Senator Ellender of Louisiana debated 
the measure’s points with George F. 
Nixon, Chicago, chairman of the pub- 
lic housing committee of the National 
Association of Home Builders. 

Senator Ellender, co-sponsor of the 
bill, declared its primary purpose is to 
make decent living available to those 
in low income groups through the me- 
dium of private enterprise wherever 
possible. 

Mr. Nixon charged the bill is “pure 
Communism” and “gives a_ blank 
check to a set of bureaucrats and 
Philadelphia lawyers who constructed 
it. It is an enormous waste of the na- 
tion’s money and will eventually lead 
to the socialization of all low-cost 
housing and confiscation of present 
privately owned dwellings.” He cited 
figures on costs and efficiency of pri- 
vate versus public housing projects, 
emphasizing the cheapness of private 
projects where wages run 3 to 15 per 
cent lower than on government jobs, 
managment costs lower by eight per 
cent, and the elimination of the Na- 
tional Housing Agency contribution 
feature at great savings to the tax- 
payers. Mr. Nixon based his opposi- 
tion to the bill, not only on grounds 
of efficiency, but on social policy. 

Senator Ellender admitted the bill is 
one of compromise because of opposi- 
tion which will not believe any good 
can come of federal planning. The bill 
would permit government construc- 
tion, he said, only in those cases which 
private enterprises were unable to 
reach. It would maintain a low rate 
of interest charges, no more than 
three per cent, on guaranteed mort- 
gages, and it takes into consideration 
the demand of builders, contractors 
and business men for a hand in post- 
war construction, he concluded. 


SUBSIDIZED FEDERAL HOUSING 

Morton Bodfish, Chicago, executive 
vice president of the United States 
Savings and Loan League, says that 
a thorough study of the proposals in 
the Wagner-Ellender public housing 
bill reveals that it would commit the 
country to subsidized federal housing 
to an unprecedented extent and at an 
unprecedented cost to the public, and 
that it contains no provisions worth 
speaking of for any encouragement of 
home ownership or of private enter- 
prise in home building. Besides au- 
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Senate GU Would Set Up Huge 
Public Housing Program 





U. S. SENATOR ELLENDER 


“The bill’s primary purpose is to 
make decent living available to 
those in low income groups through 
the medium of private enterprise, 
wherever possible. . . . The oppo- 
sition cannot believe any good can 
come of federal planning.” 





thorizing billions in contributions from 
the federal treasurey to public hous- 
ing, without any contemplation of re- 
payment of these funds, the measure 
involves tax exemptions which would 
shift the burden of taxation on $6,- 
000,000,000 worth of publicly owned 
rental property to the people who own 
their own homes and to other prop- 
erty owners, Mr. Bodfish explained. 


NRLDA PRESIDENT FORREST COMMENTS 


S. L. Forrest, Lubbock, Texas, presi- 
dent of the National Retail Lumber 
Dealers Association, in commenting on 
the Wagner-Ellender housing bill 
says: “Bill S-1342 is probably the 
greatest piece of camouflage ever writ- 
ten into the English language. It of- 
fers almost perfect lip service to the 
private building industry while hold- 
ing the door wide open for public 
housing, government housing money, 
and government control of housing. 

“Private building is offered an equal 
opportunity in the bill with public 
housing. Since when did private build- 
ing need to be offered an equal oppor- 
tunity with public housing? This back- 
handed phraseology which in effect 
raises the level of public housing to 
an all-time new high, is indicative of 
the type of lip service to private in- 
dustry that Bill S-1342 offers in an at- 
tempt to obscure the fact that it is a 
public housing bill. Bill S-1342 goes 
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so far as to propose programmed pub- 
lic housing on farms. 

“Many new views will be forthcom- 
ing and the bill itself will probably 
undergo many changes. It is probably 
just one of several bills on housing 
that will be introduced, but it indicates 
the trend that will have close watch- 
ing from the National Affairs Commit- 
tee of NRLDA,” concludes Mr. Forrest. 


GENE EBERSOLE DESCRIBES BILL 

Gene Ebersole, executive vice presi- 
dent of the Lumbermen’s Association 
of Texas, had this to say about the 
Wagner-Ellender bill in a recent state- 
ment: “Now comes Senate Bill S-1342, 
proposed by Senators Wagner of New 
York and Ellender of Louisiana, “To 
establish a national housing policy and 
provide for its execution,’ the passage 
of which will perpetuate the NHA 
from here on out. Right now NHA is 
doing everything possible to have L-41 
retained so they can control all con- 
struction work. 

“*To encourage private enterprise,’ 
so the bill states, they propose to re- 
search, make market analyses over 
the United States, both in the cities 
and country, and order clearance proj- 
ects and low rent projects where 
needed. This will also cover farm 
houses. Then, if and when private con- 
struction will not do this work, they 
propose the government step in and 
do the job. If private enterprise fails 
to provide enough rent houses they 
will fix that up also through S-1342. 
The need for, and the building, fi- 
nancing and renting of this property, 
which will run into billions of dol- 
lars yearly, will all be handled by 
Mr. Blanford and NHA.. . This bill 
provides for NHA to continue to con- 
trol the Federal Home Loan Bank, 
FHA and the U. S. Housing Author- 
ity.” 


SIX BILLION IN FUND 

The $6,000,000,000 authorized as con- 
tributions are in three different sec-- 
tions of the measure, as follows: 

1. For the redevelopment of city 
lands cleared of slums, $900,000,000. 
For this purpose, Section 306 (d) per- 
mits contracts to be entered into by 
the National Housing Administrator 
the first year for the payment of $4,- 
000,000 annually for 45 years; for 
other contracts to be entered into the 
second year for an additional $4,000,- 
000 for the next 45 years, and so on up 
until the fifth year in the lifetime of 
the project, by which time it will be 
possible for the administrator to have 
contracted, in behalf of the federal 
government for $20,000,000 in contri- 
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Wagner-Ellender measure provides for 45-year $6,000,000,000 gov- 
ernment agency sponsorship of low-cost urban and farm home building. 


NHA would be perpetuated and present permanent war housing would 


remain under government control. 


= 





butions every year for the next 45 
years. 

2. For subsidized urban public hous- 
ing projects, $3,960,000,000. For this 
purpose, Section 506 (a) authorizes 
the United States Housing Authority 
the first year to enter into contracts 
for annual contributions of $22,000,000 
for the next 45 years, and the second 
year to enter into additional contracts 
for annual contributions of another 
$22,000,000 for a period of 45 years, 
and so on for four years, until $88,- 
000,000 in contributions every year for 
a 45-year period have been contracted. 

3. For subsidized housing for fam- 
ilies of low income on farms and in 
rural areas, $1,125,000,000. For this 
purpose, Section 206 (d) authorizes 


S. L. FORREST 


President, National Retail Lumber Dealers 
Association 


“Bill S-1342 is probably the great- 
est piece of camouflage ever writ- 
ten into the English language. It 
offers almost perfect lip service to 
private building while holding the 
door wide open for public hous- 
ing, government housing money 
and government control of hous- 
ing.” 
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the U. S. Housing Authority the first 
year to enter into contracts for an- 
nual contributions of $5,000,000 for 45 
years; the second year to enter into 
contracts for annual contributions of 
an additional $5,000,000 for 45 years, 
and so on for five years until it will 
be possible for contracts to be in force 
calling for $25,000,000 in contributions 
every year for 45 years. 

In addition to this $5,985,000,000, 
which the measure would permit to 
be taken out of the federal treasury 
over a period of 45 years, without any 
repayment expectations, there is a pro- 
vision in the title dealing with slum 
clearance and redevelopment for a 
fourth type of federal expenditure in 
connection with public housing. This 
provides for loans to local public 
agencies for redevelopment to a total 
of $250,000,000. For this purpose, Sec- 
tion 305 (b) provides that the National 
Housing Administrator may have out- 
standing $50,000,000 of obligations at 
the end of the first year of operations, 
an additional $50,000,000 at the end of 
the second year, and so on through 
five years, with the ceiling on obliga- 
tions outstanding raised by $50,000,000 
each of those years to a total of $250,- 
000,000. 


SEVEN “TITLES” IN S-1342 
The Wagner-Ellender Housing Bill 
is made up of seven “Titles.” Title I 
is an outline of the general housing 
policies of the government along with 
mention of the specific means by 
which it is intended to carry out those 
policies. The entire title puts empha- 
sis for fulfillment of this housing pol- 
icy upon private enterprise, but a 
study of the bill fails to show where 

it accomplishes this objective. 


PROGRAM OF RESEARCH 

Title II outlines the program for re- 
search and local market analysis. 
Here the NHA administrator is di- 
rected to set up an organization for 
the purpose of carrying out a com- 
prehensive program of technical re- 
search into all phases of housing, in- 
cluding a study of methods of produc- 
tion, design, use of materials, methods 
of reducing housing costs, and im- 
proving housing standards. The ad- 
ministrator is also directed under this 
title to make economic studies relat- 
ing to stabilization of employment and 
improvement of investment opportuni- 
ties in home building and also into 
better methods of home financing and 
nationwide trends in population. He 
is also directed to develop and make 
available standards and services de- 


signed to equip localities better to ap- 
praise their own housing needs, and 
he shall, where requested, recommend 
and demonstrate methods and proce- 
dure for local market studies. Refer- 
ring to this title in a discussion of the 
proposed measure, Abner Ferguson, 
Washington counsel of the U. S. Sav- 
ings and Loan League, said: “It 
hardly seems necessary that the gov- 
ernment should go to the enormous 
expense that such a plan as this in- 
volves in order to tell the various sec- 
tions of the country whether or not 
they should build homes.” 


SLUMS AND BLIGHTED AREAS 


Title III of the bill is labeled ‘Par- 
ticipation of Private Enterprise in Re- 





GENE EBERSOLE 


Lumbermen's Association of Texas 

“ ‘To encourage private enterprise, 
so the bill states, they propose to 
research, make market analyses 
over the U. S., both city and coun- 
try, and order clearance projects 
and low rent houses where needed. 
. . The building, financing and 
renting of this property will all be 
handled by Mr. Blanford and 
NHA.” 
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development of Slums and Blighted 
Areas,” but according to Mr. Fergu- 
son, it is a misnomer. He says: “AI- 
though this title is put forward as a 
method by which these redevelopment 
projects are to be built and financed 
by private enterprise, yet there is no- 
where in the title a word which di- 
rects this to be done. There is nothing 
in this bill which would prevent the 
local public agency from turning all 
of these projects over to local public 
housing authorities which are under 
the control of the United States Pub- 
lic Housing Authority.” 

The general plan of Title III author- 
izes the National Housing Administra- 
tor to make loans and contributions 
to local public agencies for purchasing 
slum areas and preparing and plan- 
ning them for redevelopment. These 
local public agencies are defined in 
the act as “any state, county, munici- 
pality, or other government entity or 
public body which is authorized to 
undertake the project for which as- 
sistance is sought.” According to this 
definition the agencies which will be 
selected to do this slum clearance will 
be local public housing authorities. 
Title III also goes into detail on the 
financing of such projects, practically 
all of which in the final analysis will 
be paid for by the federal government. 
It is worth noting that the public 
agencies operating under this title are 
free from federal taxation, whereas 
there is no provision exempting from 
such taxes the obligations issued by 
private builders. 

According to most observers there 
is no particular objection to the fed- 
eral government standing a part of the 
loss due to the shrinkage value in 
slum areas purchased and converted 
into redevelopment projects, because 
it is apparent the use value of such 
lands for redevelopment will not be 
equal to their cost. They feel, there- 
fore, that any housing bill proposed 
should frankly recognize this condi- 
tion and have the loss paid by the 
municipality and the federal govern- 
ment in agreed proportions rather than 
undertake the complicated, expensive 
procedure of the federal government 
and the municipalities making annual 
contributions over a period of 45 years. 


PROGRAM FOR LARGE INVESTORS 

Title IV of the Senate Bill 1342 is 
designed to replace Title VII of the 
National Housing Act and is a scheme 
for the insurance of the yield on 
rental housing projects which are 
owned without indebtedness. It is the 
much-discussed yield insurance plan 
of prime interest to large investors 
such as life insurance companies, en- 
‘dowment funds and other large pools 
of capital who invest their funds di- 
rectly in the ownership of large-scale 
rental housing projects. In comment- 
ing on this section of the bill of inter- 
est to investors, Morton Bodfish, of 
the U. S. Savings and Loan League 
says: “Title IV has few aspects of 
practicality, and at best would be used 
only by a handful of large insurance 
companies. It does not promise any 
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MORTON BODFISH 


U. S. Savings and Loan League 

“The present proposal in the sec- 
tion listing American housing ob- 
jectives, includes ‘encouragement 
of home ownership, immediately 
where feasible and as a long-range 
objective’, but it is impossible to 
find anything in the bill which 


deals with home ownership.” 


GEORGE F. NIXON 

National Association of Home Builders 
“This bill gives a colossal blank 
check to a set of bureaucrats who 
constructed it; it is an enormous 
waste of the nation’s money and 
will eventually lead to the social- 
ization of all low-cost housing and 
confiscation of present privately- 
owned dwellings.” 





outflow of private funds into low cost 
rental housing which would be even 
a drop in the bucket compared to the 
$6,000,000,000 public housing gift pro- 
posed.” 


LOW RENT HOUSES 


Title V is labeled “Aid to Localities 
for Low Rent Housing,” and, as is, 
would put the government in the hous- 
ing business in a big way to the tune 
of $3,960,000,000 for 45 years, but the 
funds may be made available at a 
faster rate should the agency find it 
necessary. It undertakes to make the 
need for public housing assistance de- 
pendent upon local determination that 
there is a need for public low rent 
houses; that such need cannot be met 
by private enterprise; and that a gap 
of at least 20 per cent exists between 
the upper limitations of rents in the 
proposed project and the lowest rents 
at which private enterprise can be 
expected to provide an adequate sup- 
ply of decent, safe and sanitary houses 
of multiple housing units. 

Each contract for annual contribu- 
tions shall provide that the local 
agency shall make periodic investiga- 
tions and report to the NHA that each 
family admitted to the project at the 
time of its admission lived in an un- 
safe, unsanitary or overcrowded dwell- 
ing, or was displaced by a slum clear- 
ance project, and that such family 
had, at such time, an income not ex- 
ceeding the income limitation fixed by 
the local public agency and approved 
by the authority for admission of fam- 
ilies to such housing. There is a pro- 
vision that the first requirement shall 
not apply to service men or veterans. 

Under the plan it will be necessary, 
also, that reports be made periodically 
that the families in the public housing 


project continue to have an income 
which justifies their remaining. Vet- 
erans are to be given preference. 


COST LIMITATIONS 

There is a cost limitation of $1,000 
per room except for cities with a pop- 
ulation in excess of 500,000, where the 
cost limit is $1,250 per room. All costs 
exclude land, demolition and non- 
dwelling facilities. Under the financing 
setup the government is obligated to 
pay all obligations against defaulted 
projects including interest and cur- 
tails. It also appears that the U. S. 
Housing Authority must continue to 
pay the contributions and will guar- 
antee to the holder of the mortgage 
that the contributions will be sufficient 
to pay all principal and interest in the 
event the contributions have been 
pledged for that purpose. 

There is a provision in this Title V 
which authorizes the U. S. Housing 
Authority to remodel or rehabilitate 
old houses in slum areas where it is 
found by them to be feasible to do so, 
and all provisions of the act are ap- 
plicable to these remodeling and mod- 
ernization projects. 

Under this program, and with the 
funds available, at least and possibly 
many more than 125,000 houses per 
year could be built under sponsorship 
of the agency. 


PROGRAM FOR RURAL AREAS 

Title Vi of the Wagner-Ellender hous- 
ing bill concerns “Improvement of 
Housing on the Farm and in Rural 
Areas.” It is divided into two sections 
with the first involving direct loans by 
the government for the construction, al- 
teration, repair or replacement of farm 
dwellings for farm owners, their ten- 

(Continued on Page 60) 
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OPA Program Threatens Home Building 


Attempts to establish price controls on residential 
construction create confusion and red tape—might 
nip expected building boom in the bud, depriv- 
ing millions of Americans of homes and jobs. 


HE Office of Price Administration 
is considering an ambitious plan 
to establish rigid control of residential 
construction. Last week while OPA 
still grappled with the plan’s multi- 
faceted complexities, the entire pro- 
gram was under a bombardment of 
criticism from the building industry. 
Startling because of its unparalleled 
magnitude and scope, OPA’s plan pro- 
vides for far more extensive controls 
over home building than were at- 
tempted at any time during the war. 
As drawn up and signed by execu- 
tives of OPA’s Building Materials 
Branch and Industrial Materials Price 
Division, it would empower the agency 
to set an individual selling price on 
each individual house built by private 
enterprise. Furthermore, it would re- 
tain ceiling prices over all building 
materials and rigidly limit the profit 
margins of the thousands of small 
business men who do the Nation’s 
building. Affected would be contrac- 
tors, builders, and dealers in lumber 
and building materials. 

Avowed purpose of the plan is to 
control runaway prices and prevent 
disastrous inflation. Many thinking 
men in the industry, however, believe 
the program to be “unworkable.” 
They charge that it will hamper con- 
struction and hold down employment. 
Inflation in the cost of homes, they 
point out, can best be avoided when 
the Nation achieves a_ reasonably 
large production of homes. 


ATTITUDE OF OPA 

In formulating the drastic program 
OPA alchemists worked with some 
facts that are indubitably true and 
others that are perhaps questionable. 
Blending these with their own pecu- 
liar brand of logic, they came up 
with the answer which has precipi- 
tated such a storm of protest. 

This thinking is summed up in a 
Six-page typewritten prospectus with 
the title: A Major Program, Con- 
trolling the Costs of Residential Con- 
struction. Supplemented with various 
charts which are reproduced on these 
pages, the report outlines OPA’s pro- 
gram and the steps by which it will 
be implemented. Excerpts from this 
report should prove illuminating to 
readers of AMERICAN LUMBERMAN. 

“Pent up in this country,” it begins, 
“is an unprecedented demand for new 
housing and for repair and improve- 
ment of existing residential struc- 
tures. The National Hoxsing Admin- 
istration estimates a current need for 


some 12,500,000 new homes, or an 
average of approximately 1,250,000 a 
year for the next ten years. In con- 
trast with this, we note that in 1931 
approximately 700,000 houses were 
built, while in 1944 only 170,000 units 
were erected. 

“This lack of balance between sup- 
ply and demand in the construction 
field arises from (1) accelerated obso- 


COST AND VOLUME OF CONSTRUCTION 


AFTER WORLD WAR I 





lescence of existing structures; (2) 
postponement of housing construction 
for newly created families during war- 
time years; (3) anticipated separation 
into family units where families have 
doubled up in congested quarters; and 
(4) unprecedented savings distributed 
throughout a large percentage of the 
population. 

“The housing deficit which was al- 
ready considerable at the outbreak of 
the war has become seriously aggra- 
vated during war years. The potential 
demand for residences is strengthened 
further by the GI Bill of Rights. . 
Since it is not reasonable to estimate 
that more than one million units will 
‘be produced annually in the early 
postwar years, and since it is likewise 
practical to estimate that we will be 
fortunate to build 350,000 units in 
the present year in view of existing 
shortages of manpower and materials, 
it is very clear that the country is 
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threatened with a violent inflation in 
this basic industry. All of the factors 
which make for rising prices are pres- 
ent in vigorous form. This inflation- 
ary pressure will be accompanied also 
by an increase in the home improve- 
ment field which is served in general 
by the same industry. 


“Awareness of this situation is in- 
sufficient,” continues OPA. “It is nec- 
essary for the agency to develop a 
positive program for controlling the 
costs of residential construction... . 

“This general problem has been 
taken up with the Office of War Mo- 
bilization and Reconversion as well 
as with other government agencies. 
An inter-agency committee is being 
established to mobilize the full powers 
of the government in an attempt to 
stabilize construction volume and con- 
struction costs... 


“While we are vigorously pushing 
for a coordinated solution, the OPA 
wants to re-examine and revise its 
own controls of construction costs. 
Wherever possible, it is essential that 
we establish dollar-and-cents prices 
since they are the most understand- 
able and the most effective form of 
control. At the present time, less 
than three percent of the costs are 
under dollar-and-cents ceilings, while 
over 80 percent of these cost factors 
are under the less effective formula 
or freeze regulations. The balance of 
17 percent is under margin control. 
This distribution among different 
types of ceilings must be reversed 
with the major portion of construc- 
tion costs placed under dollar-and- 
cents ceilings. There are many fac- 
tors which make dollar-and-cents 
prices difficult to obtain in the con- 
struction field. For one thing, the 
manufacture of many construction ma- 
terials is highly decentralized and in 
most cases freight represents an im- 
portant part of the landed costs of 
many building materials. Residential 
construction services are highly local- 
ized, and costs vary widely due to 
variations in local wage rates which 
are the principal components of the 
costs of such services.” 


AN AMAZING CHART 


Some of the graphs with which OPA 
augmented its presentation accom- 
pany this article. The large chart 
on the next page is the most astounding 
of all. It outlines the basic steps by 
which this program of construction 
controls will be actuated. A study of 
this chart will reveal the implications 
of the plan and how it might enmesh 
all segments of the building industry. 

According to OPA the following 
steps in the program are already be- 
ing taken: 

1. The present program of pricing 
contract service is being pushed vig- 
orously, and the Branch is attempting 
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to simplify procedures so as to pro- 
vide the field offices with. better an-- 
alytical tools. 


2. Procedures are being developed 
for translating present retail lumber 
regulation into community dollar-and- 
cents pricing. A pilot study is already 
under way to test these procedures. 

3. Test studies are being set up to 
determine the best methods for com- 
munity pricing of masonry materials, 
roofing, insulation, and glass, as well 
as millwork. 


4. A regulation is being written to 
establish nation-wide dollar-and-cents 
prices for some hardware items, and 
for others to establish margins which 
the field offices can translate into 
dollar-and-cents prices. 


5. A similar regulation is being pre- 
pared for pricing plumbing and heat- 
ing equipment. 

6. As soon as the pilot studies and 
new orders have been prepared, in- 
structions and authorization will be 
sent to the field offices for establish- 
ing community prices. (OPA has ex- 


TECHNIQUES OF PRICE CONTROL OVER 
CONSTRUCTION COSTS* 
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pressed the hope that there will be a 
relatively small number of cases in 
which circumstances will make it 
impossible to establish dollar-and- 
cents prices, but in such instances 
they intend to fix flat margins or over- 
riding prices. In those instances in 
which over-riding ceilings are used, the 
seller will be compelled to compute 
his ceiling prices under existing regu- 
lations with the limitation that in no 
case may such ceilings exceed the 
Over-riding ceiling for that area.) 
VOICE OF OPPOSITION 

The foregoing paragraphs present, 
in much abbreviated form, an outline 
of OPA’s proposal and tell what steps 
have been taken towards reaching 
that objective. We have dealt with 
it at such length because of its far- 
reaching implications to the entire 
building industry. It behooves lumber 
dealers to know what they are up 
against and how it might affect their 
business, 

A wave of resentment is meeting 





the proposal to control residential 
construction; come of it smolders 
quietly beneath the surface while 
some has broken out into articulate 
protest. Spokesmen for the industry 
agree that inflation would be danger- 
ous, but many of them feel that infla- 
tion is not a real probability. All of 
them agree that OPA’s plan is so com- 
plicated as to be unworkable and 
would accomplish nothing but the 
practical cessation of home building. 

Said L. C. Hart, president of The 
Producers’ Council: “This plan is 
unworkable, it is unnecessary, and it 
will effectively prevent private build- 


BLS WHOLESALE PRICE INDEX 
FOR BUILDING MATERIALS 


MONTHLY 1939 TO DATE 






































00 RE %oy Pel cad Bi%oor 
170 | / 170 
AL CALONOMATERALS et j 
eer ano THE — fi 4 
160/| comer 160 
cumees —_ 
eel rt) _ 
PRMD ID HEATING == 
STRUCTURAL STEE a 
1SOT)| oman eunoimne uATERAsooe - 80 
i 
] | 
| a | 
| 




















t { L 
1939 1940 La 1942 1943 1944 1945. 


SOURCE Bereee @ Later Sittience, 
(US Osperment of Lster 
We Srectore See! remames @ 100 Seite 
er ereire perved (B39 00 Cums 


ers from engaging in large-scale hous- 
ing developments so long as it re- 
mains in effect. 

“It is unworkable, because it would 
be physically impossible for the OPA 
to make appraisals and to study the 
individual plans for every single home 
to be built in every one of the Nation’s 
communities. No agency possibly 
could make 500,000 to 1,000,000 indi- 
vidual appraisals and cost studies per 
JORT. 0. 

“Builders who attempted to carry 
out their plans for constructing homes 
would encounter months of delay and 
red tape and confusion. ... A very 
large percentage of the new housing 
which has been planned and blue- 
printed would never start. Hundreds 
of thousands of families which need 
housing now—today—would not get a 
new home for months and years if 
this fantastic plan is adopted. Hous- 
ing construction woud be delayed far 
beyond the time when building prod- 
ucts and labor will be available in 
quantity. 

“The plan is unnecessary because it 
will in no way serve the stated pur- 
pose of combating inflation, in the 
absence of similar controls over the 
30,000,000 or more existing homes 
which are being sold in record num- 
bers. To the contrary, the one way 
to lessen whatever inflation is now 
taking place in the sale of existing 
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homes is to increase the total number 
of dwelling units as rapidly as pos- 
sible, thus increasing the total supply 
of housing in relation to the demand.” 
WHENCE THE AUTHORITY? 

In a letter to the press, Joseph G. 
Rowell, counsellor, Lumber & Supply 
Dealers’ Council, Atlanta, struck a 
new note in the controversy. “From 
where, what, or whom,” he asked, 
“will the OPA get authority to control 
prices for the construction of new 
homes?” Admitting that the purpose 
to control inflation of real estate is 
commendable, Mr. Rowell then said: 
“However the OPA does not have the 
authority to do it. The Emergency 
Price Control Act provides that, under 
specified conditions, the OPA may fix 
maximum prices for commodities and 
rents. Whenever commodities become 
affixed to real property, they cease 
to be commodities and become real 
estate.” ‘ee 

Rowell’s statements were factually 
correct; it would be illegal for OPA 
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to set a ceiling price on a completed 
house. However, reports filtering out 
of Washington indicate how OPA 
might attempt to meet this challenge. 
Apparently the agency is working on 
the idea of pricing the component 
parts of a house—walls, roofs, founda- 
tion, etc—plus the “service charges” 
or labor involved in constructing it. 
These factors added up amount to 
nothing less than a ceiling price on a 
complete house. In effect, that 
amounts to an evasion of the law. The 
order necessary to establish such a 
control might very well be so com- 
plicated as to be inoperable. 

Another criticism of the OPA pro- 
gram came from H. W. Beals, vice 
president of Biddle Purchasing Co., 
New York, who said: “In our opin- 
ion this is a fantastic attempt on the 
part of OPA and possibly the National 
Housing Administration to perpetuate 
their administration for at least a 
number of years. Such a proposed 

(Continued on Page 60) 
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TOMIC ENERGY’S second city 

—Richland, Wash., although 
not as large as the Oak Ridge, Tenn., 
housing project, is nevertheless out- 
standing and a credit to all who con- 
tributed to its speedy and efficient 
growth. At Richland contractors, lum- 
bermen and building material manu- 
facturers made possible the erection of 
housing, schools, hospitals, stores, and 
recreational facilities for more than 
15,000 people. In less than two years 
1,382 houses were built on the site, 
1,800 prefabricated houses assembled 
and 25 dormitories constructed, in ad- 
dition to the other structures required 
to provide adequate living facilities 
for a city of that size. 

In addition to the housing at Rich- 
land, accommodations for about 45,000 
construction workers were built at 
Hanford, adjacent to the manufactur- 
ing plants, which are 18 miles from 
the city of Richland. This consisted 
of barracks housing about 20,000 to 
25,000 and huts for the balance. As the 
need for construction workers tapered 


Project at Richland, Wash., called for housing 15,000 plant 
workers in less than two years; 45,000 construction work- 
ers housed at Hanford Works, 18 miles from Richland. 


off, the demountable huts were dis- 
mantled and shipped to other critical 
housing areas. 

The entire Hanford, Wash., engi- 
neering area of which Richland is a 
part, comprises about 500,000 acres. 
The townsite of Richland is about 
2,500 acres in area and is located 10 
miles upstream from Basco, Wash., at 
the confluence of the Yakima and Co- 
lumbia rivers. 


1,382 CONVENTIONALLY BUILT HOUSES 
The first and main part of the town 
of Richland to be built consists of 


General merchandise store in Richland, typical 
of the buildings in the commercial area. 


houses and other buildings of conven- 
tional construction, planned to utilize 
materials which were available in the 
area in sufficient quantities to keep 
work under way. Much of the housing 
here is of a substantial nature, well 
planned and permanently built. Lum- 
ber and wood shingles were used ex- 
tensively and one firm shipped 48 cars 
of stained cedar shakes of different 
shades, plus 48 cars of second grade 
undarcoursing shingles to go under the 
shakes. The shakes in colors of sage 
green, lime green; russet, brown, 
cream, white, buff, bamboo and gray, 
used in two-toned combinations on the 
house exteriors resulted in the achieve- 
ment of an attractive, inviting general 
appearance for the project. One shade 
was used part way up on the outside 
wall and then another color for the bal- 
ance. In some instances one shade 
covered the whole first story, with an- 
other for the second story, if it was a 
two-story house, or on a_ one-story 
house, the two-toned effect was 
achieved by varying the colors in 
gable’ ends. Planners’ effectively 
blended these colors on the differ- 
ent houses in each block as well 
as with the background of the area in 
which the houses were situated. The 
shakes for the project were furnished 
by the Colonial Cedar Co. 

These houses varied in size from 
two-story two-family units to the sin- 
gle family three-bedroom units. A to- 
tal of 308 two-story two-family houses 
were built; 330 one-story two-family; 
60 four bedroom two-story and 584 
three-bedroom single units. All of these 
homes were set on concrete block 
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foundations and have brick chimneys. 
As the photographs show the exteriors 
varied in style and covering to elimi- 
nate the monotonous uniformity so 
often found in housing projects of this 
nature. Store buildings, schools, hos- 
pital and other such buildings in the 
Richland project were constructed 
along the same general lines and with 
the same materials as the houses. 


1,800 PREFABRICATED HOMES 

In addition to the 1,382 conventially 
built homes at Richland, 1,800 prefab- 
ricated houses were built by the Pre- 
fabricated Engineering Co. at Toledo, 
Ore., and assembled on the site, in 
one, two and three-bedroom units to 
bring the total number of houses buiit 
to 3,182. Built of plywood with light 
framing and flat roofs the prefabbed 
houses were moved on the site by 
truck trailer assembled in units 8 feet 
wide and 20 or 24 feet long. They 
are set on posts with an apron around 


the outside enclosing the under-house - 


area. 
A large part of the community is 





heated by electricity, the rest by coal, 
which is supplied to the residents 
without charge. Like light and water, 
either type of heat is part of the 
rental. Rents on the houses vary from 
$62.50 for a four-bedroom single dwell- 








ing to $27.50 for a one-bedroom pre- 
fabricated plywood house. The pre- 
fabricated homes are heated by porta- 
ble electric heaters, one for each room. 

Richland is a_ clean, carefully 
planned community of wide winding 
streets and green lawns. It might be 
termed a community without so-called 
luxury stores—no jewelers, no baker- 
ies, no candy stores. There are five 
food stores, one general merchandise 
store, one hardware store, a hotel for 
transients, one garage, one women’s 
apparel shop, one barber shop three 
drug stores and miscellaneous other 
stores totaling 42; all of wood frame 
construction. 

Recreational facilities are well de- 
veloped, with a swimming pool, a rec- 
reation building, theatre, 11 soft-ball 





diamonds, two hard-ball diamonds, 
nine playgrounds, 13 tennis courts, one 
wading pool. 


SCHOOLS AND CHURCHES 


In addition to schools already in the 
hamlet of Richland before it became 
a booming city of atomic bomb -work- 
ers, three elementary and one high 
school were also built. Two churches 
added to the city’s religious accommo- 
dations, plus services held regularly in 
all the school auditoriums. 

Work was started at Richland Au- 
gust 6, 1943, and the first concrete was 
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poured August 31. More than 3,500,- 
000 productive man hours went into 
the construction of this portion of the 
project. Peak employment of ali con- 
tractors working in the town of Rich- 
land’ was reached February 10, 1944, 
when 2,320 persons were on the job. 

A total of 38,000,000 feet of lumber 
and plywood was consumed on hous- 
ing and other buildings in the city of 
Richland. Other figures on materials 
used include 27,000 cubic yards of con- 
crete, 1,500,000 concrete blocks, 1,800,- 
000 brick, 500 miles of copper wire, 102 
miles of water, steam and air piping 
and 96 miles of sanitary and storm 
sewers. Total contracts completed by 
Smith, Hoffman and Wright Co., who 
did the major portion of the housing 
job at Richland, amounted to about 
$17,000,000. 


RUSH ORDER FOR 1,000 HUTS 
Of particular interest to lumbermen 
is the story which can be told now of 
construction and delivery of 1,000 Pa- 
cific type huts to the Hanford site to 
house 10,000 additional construction 
workers who were being recruited 





throughout the nation and shipped to 
the area. When the barracks accom- 
modating 20,000 to 25,000 men were 
filling up rapidly and many more men 
on the way, the Army Colonel in 
charge called on Frank Hobbs of the 
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Type “B’—One-story two-family unit with Several of the 1,800 plywood prefabricated Can 
stained cedar shake first-floor exterior and homes assembled at Richland to house work- 

vertical siding in gable ends. ers in the Hanford Engineering Project. 
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Hobbs Industries, Seattle, for help in Hoquiam. The 1,000 hutments con- the components for the atomic bomb. Sani 
extensio 


getting some more housing for his sumed 2,500,000 feet of this plywood, It took 385 freight cars to haul them to - 
workers who had to be kept on the but provided the housing for 10,000 the site. builder, 
site. The Hobbs Industries had just men to complete the plants to make While this same contract for hut- of local 
completed a large government contract ments was being filled, the firm was They di 
for hutments covered with hardboard, asked to deliver 10,000 plywood lock- own bus 


but that was no 90 days back in deliv- EDITOR’S NOTE: This is the ers to go into them. These were “a ] 
eries and the Army wanted delivery F.H.A. 


to start on the huts at Hanford in 40 second and final article about a * rap nage eight os mitted | 
days or less. Plans for the hutments the housing developments that nt _ _ Pacscgpca sted — tire fine 
vices: i? : wf oi : two weeks. The hutments have since The su 

were redesigned the following day and were needed to make possible ni wane te a lie aol e sup 
30 days later they were being shipped the success of the atomic bomb. een moved from the — site and of distr 
to the site. In seven weeks the 1,000 The part played by the light were put to use elsewhere. They were shrinkin 
were delivered. Standard 12-foot ply- construction industry was of the 100 percent salvaged. is furth 
wood panels were unavailable so 14- utmost importance to this At peak period of construction ac- of coor 
foot panels with a scarfed joint were ashlevement. tivity on the manufacturing plants in there is 
used from the M&M Plywood Co. of the Hanford area 45,000 persons were to the o 


Portland and Harbor Plywood Co. of employed in building. Furth 
tributio. 
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View of about 100 of the 1,000 huts of plywood hurriedly erected at Hanford Engineering 

Works to house 10,000 men moving in on the huge construction job. Barracks buildings and 

some of the plant units are in background. Most of the huts shown here are double units 80 
feet long with a few of the 40-foot size also visible. 
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FOR BUSINESS AHEAD 


Tells How Dealer by Wid- 
ening Scope of Service 
Can Increase His Profits. 


Before 1933 lumber dealers were the 
most substantial factor in promoting 
new home construction. By judicious 
extension of credit they financed the 
builder, thus promoting the prosperity 
of local workmen and contractors. 
They did this while operating their 
own business on a profitable basis. 

This picture has changed, however, 
F.H.A. insured mortgage loans per- 
mitted banks to carry almost the en- 
tire financial load of new building. 
The supplier was left only the function 
of distributing materials on an ever- 
shrinking margin. This slim margin 
is further threatened by various types 
of cooperative buying groups; and 
there is no reason to hope for a return 
to the old status. 

Further reduction in the cost of dis- 
tribution is the trend of all business. 
Instead of expecting an easy return on 
their investment, many dealers have 
decided to move forward. It is im- 
practical for them to hope that busi- 
nesses will be pensioned for valiant 
service in the past. It is not reason- 
able to expect that builders should pay 
more for materials than the lowest 
competitive price. 


WHAT CAN DEALERS DO? 

A realization of what others are do- 
ing is first necessary. Even a quick 
look around will show that banks are 
promoting the purchase of homes and 
advertising for the names of prospec- 
tive builders; that big chain retailers 
of general merchandise are entering 
the field with items such as roofing, in- 
sulation and paint for remodeling and 
even new buildings; that some manu- 
facturers are offering complete prefab- 
ticated homes. Yet, all these functions 
belong more properly to the lumber 
dealer. He is the one who knows 
building and materials better than any 
of these outlets new to the building 
field. 

In some cases dealers have been 
kept from promoting the idea of new 
building and developing a prospect list 
out of a sense of loyalty. They have 
felt that doing so would be unfair 
competition to architects and contrac- 
tors. Such an attitude, while com- 
Mendable, is a mistaken one. The 
architect, for instance, cannot ethic- 
ally advertise for business, yet he has 


ee 


The author of this article is Melvin H. Baker, presi- 
dent of the National Gypsum Company. 


designed and supervised construction 
of individual homes; his efforts have 
produced lasting values that don’t ex- 
ist in mass produced developments. 
When a dealer finds home building 
prospects and develops their desires to 
the point of being ready to go ahead, 
he really is helping the architect. 
There might be a natural hesitation to 
recommend one architect in prefer- 
ence to another, but obviously the pro- 
fession itself will be better served if 
a list of local architects is made avail- 
able to prospects who are ripe for ac- 
tion. 

What about other contractors? If 
those the dealer supported in pre 
F.H.A. days are now giving him a 
profitable volume of business, and can 
continue to do so, he has no problem. 
But the contractors, too, are faced 
with the competition of “mass build- 
ers” and bank-supported subdivision 
developers. If they buy locally at all 
they do so on a severely competitive 
basis. In this situation it seems to me 
that the lumber dealer can best serve 
the small local builder by leading the 
way. 

HEADQUARTERS FOR BUILDERS 

The lumber dealer has the opportu- 
nity, now more than ever, to establish 
himself in the public mind as head- 
quarters for everything connected 
with building. Architects and builders 
should be encouraged to urge prospec- 
tive home owners to see new materials 
and equipment for postwar building 
construction in the dealer’s display 
rooms. Stock plans for well built, 
moderate cost homes, with local facili- 
ties for modifying and fitting plans to 
specific locations or conditions, should 
be available. The use of local news- 
paper advertising could invite folks to 
come to the lwmber dealer first for in- 
formation on every building problem, 
including financing under the F.H.A. 


SUPPLY PROBLEM URGENT 
For some time to come dealers gen- 
erally will find their biggest problem 
that of keeping stocks on hand. Many 
are enlarging yard space and handling 
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facilities to accommodate 50% more 
business than in prewar days. They 
are placing orders now to be filled 
when and as manufacturers can make 
shipments. This is a good business. 
Even more important to the dealer, 
however, is the developmet of a sales 
organizzation so that he can more 
nearly control his own destiny when 
conditions become more competitive a 
few years hence. 

Among operative builders there is a 
movement on foot to establish buying 
cooperatives like the farmers’ cooper- 
atives. 

The first step toward that end 
is to develop the idea of buying prod- 
ucts by “minimum = specifications” 
rather than by = advertised brand 
names. When lumber or plaster or 
wallboard or anything else becomes 
anonymous—that is, unbranded, low 
price rather than high quality be- 
comes the determining factor in sell- 
ing. The resulting downward spiral 
damages everyone—the ultimate user 
most of all. He will find little satis- 
faction years hence in recalling that 
the anonymous material in his house 
met certain minimum specifications in 
effect at the earlier date. 

In the interest of self-preservation 
dealers must promote the established 
brand merchandise they sell. Other- 
wise old man anonymous will relegate 
them to minor role of warehousemen 
and further reduce their profit margin. 


A THREE POINT SELLING PROGRAM 


Dealers who are tired of waiting 
around just to see what’s going to 
happen next may find some construc- 
tive hints in this 3-point selling pro- 
gram: 


1. Sern Home FInancine. Even 
though F.H.A. and other mortgage 
loan plans seem to leave the dealer 
out of their calculations, the dealer 
should strive to make his office the 
first port of call for inquiries about 
home financing. The very fact that he 
cannot himself make the loans makes 
his advice seem less biased than that 
of lending institutions who are out 
primarily to sell the use of their 
money. Since the question of finance 
is the first indication of a serious de- 
sire to invest in a home the offer of 
information on loans automatically se- 
lects live prospects for building and 
therefore for building materials. 
Every dealer’s salesman should study 
the F.H.A. Form 2098—a 24-page book- 
let presenting the F.H.A. Plan of 
Home Ownership. This should be sup- 
plemented by information as to inter- 


45 














est rates, appraisal fees, renewal 
charges, etc., on other types of loans 
available through local lending institu- 
tions. Salesmen informed on the es- 
sential facts of home financing can 
hold their prospects’ interest more ef- 
fectively when discussing the new ma- 
terials and methods that will enter 
into postwar home construction. 

2. Sextt New Mareriats. As most 
new style materials for home construc- 
tion will be unfamiliar to prospective 
buyers, their advantages must be sold. 
Salesmen should study manufacturers’ 
literature, ask questions of manufac- 
turers’ representatives and generally 
equip themselves to sell the merits of 
their branded merchandise. This can 
be done so convincingly that neither 
bankers, contractors nor architects can 
break down the customer’s desire for 
the materials which have been demon- 
strated at the dealer’s display room. 
Now that display room need not be lo- 
cated in the high rent section of town. 
It should, however, be as modern as 
any downtown store in appearance, in 
appointments and in the ability of its 
selling personnel. Newspaper, radio 
and billboard advertising should be 
used to keep that display room con- 
stantly on the “Main Street” of the 
buying public’s mind. 

3. Seri HIGHER PRIcES. Postwar 
homes will cost 25% to 30% more than 
equivalent structures bought in pre- 
war days. But generally the increased 
prices will not be out of line with post- 
war incomes which will average one- 
third higher. Then, too, postwar 
homes will incorporate elements of 
style, or fire protection, of operating 
efficiency and mainienance economy 
which will make them definitely better 
values than anything heretofore 
offered. 

In selling these greater values, 
skilled salesmen will associate them 
so positively with the trade marked 
merchandise they have to sell that no 
substitute brands or products will ever 
be quite as acceptable. 


THE DOTTED LINE 

Up-to-date financing, up-to-date ma- 
terials and up-to-date prices ... these 
are the three big ideas that dealers 
should start to sell right now. At first 
it may seem strange to sell ideas with- 
out a dotted line handy to mark the 
completion of the sale, print that dot- 
ted line on a prospect card. With the 
prospect’s name and address on it the 
dealer can send him information on 
new products as they come in. In order 
to know what literature will be appro- 
priate you’ll need to record some facts 
about the size of the prospect’s fam- 
ily—the size house they have in mind, 
ete. If those cards are followed regu- 
larly, some of them will turn up nice 
repair or remodeling jobs that building 
contractor friends will be glad to 
handle using your materials. Others 
will eventually develop into really 
sizable orders with a fee for the archi- 
tect, a contract for the builder, a nice 
material sale for the dealer and with 
it a wealth of good will that he could 
buy in no other way. 
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Farm Building Takes 16% of 
Lumber’s Annual Output 


ECAUSE of prodigious wartime 
military needs for lumber, farm 
construction, along with other civilian 
construction, is down to a depression 
low even though farm production has 
been maintained at all-time peaks. 
Some critical situations, such as the 
inadequate grain storage capacity, 
have been cause for strong complaints, 
but generally complaints were not as 
insistent after nearly three years of 
shortage as they were at the start. 
The explanation for this, according 
to a statement by the U. S. Depart- 
ment of Agricul- 
ture, is not that 
farms do not 
need lumber, but 
with labor short- 
age, and all the 
other difficulties 
in the way of 
doing construc- 
tion, thereis 
more disposition on the part of farm- 
ers to wait. Fortunately, much new 
construction, both new and mainte- 
nance, can be deferred when condi- 
ditions are unfavorable. That is one 
reason why the swings in construction 
are so extreme from bottoms to peaks 
of the construction cycles on farms. 





16% OF LUMBER FOR FARMS 


Farm construction, one of the larg- 
est users of lumber, accounted for 
about 30 percent of total consumption 
a generation ago. It has dropped since 
then, but normally still takes about 
16 percent and probably will continue 
to do so in the postwar period. Ninety- 
five percent of farm houses are lumber 
and the same percentage would hold 
for other farm buildings if logs and 
poles are included. 

Prior to World War II the only lum- 
ber shortage was during and imme- 
diately following World War I. That 
shortage was relieved after peacetime 
readjustment in spite of the building 
boom which followed 1920. The short- 
age resulting from this war will not 
disappear as fast or as smoothly as 
the last one. The last war required 
some 6,000,000,000 feet of lumber, 
whereas World War II consumed 
about ten times that much or some 
60,000,000,000 feet, taxing the industry 
to its utmost in the last stages of the 
fighting. Military services will still re- 
quire about 150,000,000 feet a month 
for an indefinite period. All lumber 





inventories are depleted, manufactur. 
ers and loggers are having trouble 
recruiting sufficient manpower and 
rumblings in union labor camps in- 
dicate the possibility of hindrances to 
maximum output because of differ- 
ences between management and or- 
ganized labor. It should not be more 
than a matter of months, however, 
until there is a satisfactory supply of 
lumber available for farm construc- 
tion. 

HUGE BACKLOG OF FARM BUILDING 

There was no appreciable build- 
up of need for 
new farm con- 
struction during 
World War I, and 
deflation of agri- 
culture after that 
war kept farm 
construction below 
normal for most 
of the 1920’s. This 
was followed by the depression of the 
1930’s, with farm construction not 
reaching normal until 1939 and 1940. 
It has again been below normal since 
1942. Expenditures for farm building 
maintenance for the past two decades 
were about $1,500,000,000 below depre- 
ciation, making no allowance for 
improved building standards. 

The rural electrification program has 
gone far toward bringing electricity to 
the farmer, but in other respects farm 
construction has not kept pace with 
modernization of urban structures. 
The situation is usually emphasized 
by comparison of farm housing with 
urban housing as to sanitary facilities, 
equipment, state of repair, and over- 
crowding. Shelter for animals is 
equally in need of modernization. 


ADEQUATE FINANCES 

At the present time the agricultural 
balance sheet is the best it has ever 
been. Farm assets are valued at $90,- 
800,000,000, compared with about $53,- 
800,000,000 January 1, 1940. At the 
same time real estate mortgages ac- 
tually dropped from $6,600,000,000 to 
$5,300,000,000. Particularly significant 
as related to postwar expenditures for 
farm improvements is a $16,000,000, 
000 liquid reserve in war bonds, cash, 
bank deposits and warehouse receipts. 
If postwar farm income should hold 
at about $18,000,000,000, expenditures 
for farm construction should be in the 
neighborhood of a billion dollars a 





year. 
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Complete working blueprints and specifi- 
cations of any house design published in 
this magazine are now available at $5.00 
per set. Two sets of plans for the same 
house are $8.00, three sets $10.00, four 
sets $1200 when ordered at the same 
time. All the blueprints are in a con- 
venient 12” x 18” size and meet all FHA 
requirements. Please order plans by 
number, enclosing payment, and address 
to American Lumberman, 139 North Clark 


St., Chicago 2, Ill. 


















Promotion Helps on 


Home Modernization Book 


HE newspaper advertisements 

shown on these pages have been 
prepared as suggested promotion for 
retail lumber dealers who plan to 
use the AMERICAN LUMBERMAN book, 
“38 Ways to Modernize Your Home”. 
Readers will recall the three instal- 
ments of the consumer material, pub- 
lished in past issues, designed to 
create interest in home modernization 
and at the same time direct prospects 
to the lumber dealer for “one-stop” 
service on such projects. 

The home repair, remodeling and 
modernization market is now free of 
controls (except that expenditures for 
major exterior changes are still lim- 
ited). New home construction is still 
curtailed by L-41 as well as the se- 
rious shortage of building tradesmen 
and material. 

Although most lumber dealers re- 


port a backlog of unsatisfied demand 
for home repair and remodeling in 
their trading areas, there is the possi- 
bility that a good percentage of this 
business may dribble away into other 
channels unless lumber dealers con- 
tinuously work toward educating home 
owners that the first place to come 
for complete home service is the lum- 
ber yard. “38 Ways to Modernize 
Your Home” is offered by AMERICAN 
LUMBERMAN as one of the _ tools 
dealers can use in their promotion 
campaign to help sell the public on 
the value of contacting the lumber 
dealer first. The suggested newspaper 
ads on these pages, or some other type 
of advertising promoting the mate- 
rial should be used by dealers who 
will have the 32-page book on hand 
for distribution. 

Orders for the books are coming in 
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. . « This booklet tells 
you, Madam — and it 
doesn't cost a cent! 


It gives you something never be- 
fore available to the home-owner 
— completely worked-out 
CHECK LISTS which enable 
you to tell—at a glance—exactly 
what every room, every space in your home requires to bring it 
up-to-date! 

This booklet is strictly postwar in outlook. It portrays new, 
simple alterations which transform old-fashioned houses into 
trim, attractive homes. It is full of inspirational ideas for mak- 
ing dull rooms charming and waste space useful. It teems with 
explanatory illustrations that give you practical assistance. 
With the help of this booklet, you can visualize and plan the 
work to be done—before you spend a cent! You’ll avoid pitfalls 
and save money in many ways. 






























Phone—today—for your free copy or—better still—drop in. We'll be glad to 
give it to you—and there is no obligation, whatever. 


DEALER’S NAME 
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daily to AMERICAN LUMBERMAN and 
first copies should be off the presses 
in a matter of days. They are avail- 
able to retail lumber dealers in 
quantities of 100 or more at 15 cents 


“a copy with a three-line imprint of the 


firm name on the back cover. In quan- 
tities of 100 or more, but without 
imprint, the price is 12 cents per 
copy. A sample copy of the booklet 
will be mailed to any lumber dealer 
for 25 cents. 

Newspaper mats of the advertise- 
ments shown on these pages will be 
furnished to dealers at low cost. 





GET THIS FREE 
BOOKLET 


Save Money On 
Home Modernization 


You don’t have to guess any 
longer as to what should be 
done to make your home more 
charming, more livable, more 
valuable. 


Here’s an attractive booklet, 
providing you with simple 
CHECK LISTS which enable 
you to tell — quickly, easily, 
surely — how that bedroom, 
bath, dining room or kitchen 
can be inexpensively modern- 
ized. It shows you how to 
transform waste space into 
charming quarters. It is brim- 
full of illustrations and inspira- 
tional ideas. 


This booklet was designed to 
remove the gamble from Home 
Modernization — to help you 
avoid pitfalls and get the most 
for your money in planned re- 
modeling. 


Your copy of “38 Ways to 
MODERNIZE YOUR HOME” 
is waiting for you. It is abso- 
lutely FREE, and—it may mean 
DOLLARS SAVED to you. Will 
you be in to get it—today? 


Dealer’s Name 
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These suggested newspaper ads and the book “38 Ways to Modernize Your 
Home” are designed to get home repair and remodeling prospects to come 
to your lumber yard first for complete service. 





Newspaper mats of these suggested ads for 
retail lumber dealers promoting the home 
repair and remodeling book, “38 Ways to 
Modernize Your Home,” are available from 
American Lumberman for a nominal charge. 








MODERNIZE YOUR 






In addition to display advertisements 
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Ten billion dollars is ex- 
pected to be spent with- 
in the next year for 
building, repairs and 
maintenance of homes 
and farms. 


- ALK of a million 
homes a year, five 
billion dollars in remod- 
eling and maintenance, or 
ten billion dollars needed 
to repair and replace our 
farm plants are broad, 
nebulous statements full 
of obscure meaning. The 
man on the street wants 
to know: how much em- 
ployment will result from 
home construction in his 
town. 

Here is one kind of answer to that 
question. If yours is a small town and 
you build thirty houses during the first 
postwar year, you will create full-time 
employment for 90 men. If yours is a 
larger town and you build three hun- 
dred houses during the first postwar 
year, you will create 900 full-time jobs 
in your town. 

At least four kinds of employment 
can be tabulated as accruing from 
home construction in any locality. 
These are: 

1) Actual construction work on the 

home site; 

2) Off-site labor that produces, trans- 
ports or transforms raw materials 
to construction materials on the 
building site; 

3) Store, shop and service establish- 
ment construction that results 
from the development of new 
shopping centers in new commu- 
nities; 

Retail jobs that develop in these 
same neighborhood stores and 
shops. 

Wherever people are stimulated to 
save their present earnings for the 
construction of homes in the postwar 
period, jobs in the four categories men- 
tioned above will be created. This is 
the aim of the Home Planners’ Insti- 
tute, sponsored on a national scale by 
the National Retail Lumber Dealers 
Association. Its three-fold aim is to 
provide the prospective home buyers 


50 
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Home Planning Doll 


with accurate information regarding 
all phases of home construction; to 
help people plan their postwar homes 
to the end that they will save their 
money for that home; to help the 
building industry get underway so that 
postwar jobs will be available to re- 
turning veterans and ex-war workers. 

From a recent survey made among 
the audience membership of 128 Home 
Planners’ Institutes now operating 
throughout the country, it was esti- 
mated that the average home which 
Institute members planred to build 
would amount to about $7,200, includ- 
ing land. A $7,200 home would on the 
average provide 1440 man hours of 
work, according to estimates based 
upon the Department of Labor figures. 
Approximately 1400 man hours or 175 
days are considered a work year in the 
home construction industry. 

If 1,000 homes averaging $7,200 were 
to be built in your locality, this would 
create one year’s on-site employment 
for 1,029 men working on the actual 
construction of the home. 

As estimates indicate that in the 
immediate postwar period, there will 
need to be one commercial store or 
shop constructed for every seven 
homes built, there will obviously be a 
great deal of employment created by 
commercial construction. This article, 
however, will count only that commer- 
cial construction which is made neces- 
sary by the creation of new homes. 





ars Will Help 
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Kauftman-kabry Photo 
Actually, there is one store, shop or 
service unit in the United States for 
every 74 persons. This would mean 
that there was approximately one store 
for every 18 families. In the period 
immediately preceding the war, how- 
ever, one commercial establishment 
was being erected for every 11 houses 
constructed. It is probable that a 
mean between the two estimates indi- 
cated above will approximate the post- 
war ratio of commercial establishments 
to houses. A ratio of one commercial 
establishment to every 15 houses is 
deemed in this article to represent the 
number of commercial establishments 
that will result from home building. 
This means that if 1,000 houses are 
built in your town, approximately 67 
commercial establishments will result 
from the home building activity. These 
include stores, beauty -shops, haber- 
dasheries, gasoline stations, and other 
similar enterprises. 


Taking an average commercial estab- 
lishment to be 20 by 60 feet, with a 
cost of approximately $6,000 postwar, 
it is estimated that 1,800 man hours 
will be required to build it. Using 1400 
man hours as the average work year, 
this would mean additional on-site con- 
struction work for a period of one year 
for 86 men. 


Approximately 3% persons are em- 
ployed in each retail establishment in 
the United States on the average. In 
67 new retail establishments, there 
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to Re-employ Veterans 


In 138 Towns and Communities Home Planners’ Institutes 
Are Operating With the Definite Aim of Creating Jobs in 
Light Construction Field for Returning Veterans 


would therefore be employment for 235 
persons. These jobs would be as “per- 
manent” as any job would be. 

On-site home or commercial con- 
struction always stimulates additional 
activity directly related to construc- 
tion. It stimulates employment in fac- 
tories, mines, quarries, forests, trans- 
portation, financing institutions, and at 
distribution points such as lumber 
yards, plumbing shops, hardware 
stores, etc. This type of employment 
with reference to construction is 
termed “off-site” employment. 

On the average it has been estimated 
that one job on-site creates 1.5 jobs 
off-site. If 1,000 homes are built in 
your community, there would be 1,029 
home site jobs, and 86 commercial jobs 
which added together would be 1,115 
on-site jobs. The number of off-site 
jobs created can be determined by 
multiplying 1,115 by 1.5 which develops 
a total of 1,673 off-site jobs. 

Total employment developed for a 
period of one year or longer by build- 
ing 1,000 homes can be ascertained by 
adding the off-site jobs to the on-site 
jobs and by including the new retail 
store jobs. On the basis of the figures 
above, this provides a total of 3,023 
jobs created by building 1,000 homes. 

This means that on the average for 
every home built costing approximately 
$7,200 employment is created for 3 
men for a period of a year or longer. 
These jobs in the main, are local jobs 
created in the community. 

It may be’ argued that some of the 
oif-site jobs in forest, quarry, mine or 
factory, would not necessarily be local. 
There is such a thing, however, as 
reciprocal stimulation. If your town 
is not located near any forest, it may 
be near a brick kiln or have a cabinet 
or millwork plant or even be engaged 
in manufacturing refrigerators, the 
sale of which is stimulated by new 
home developments. 

Some towns are not near anything 
very directly connected with the build- 
ing industry, but there are large cate- 
gories of jobs which are stimulated by 
home building which have not been 
mentioned. For example, consider the 
utilities. New homes mean work for 
fas companies, electric companies, wa- 
ter companies, telephone companies, 
Sewage works. New homes often mean 
the building of new streets and roads 
and the installation of street lights, 
expansion of police and fire protection. 

Home Planners’ Institutes are oper- 
ating today in 138 towns and com- 


munities with a definite aim of creat- 
ing jobs for returning veterans and 
ex-war workers. Enrollees attending 
the Home Planners’ Institute free lec- 
tures (especially prepared by 27 na- 
tional associations and covering 42 
building subjects), are people who 
either own their postwar home site, or 
have saved or are saving money for a 
postwar home. The building industry 
group conducting the Home Planners’ 
Institute places its efforts on helping 
these postwar home buyers plan and 
prepare for their new homes. It is 
estimated that 300,000 home buyers 
will have attended the Home Planners’ 
Institute by spring. Home Planners’ 
Institute enrollees — depending upon 
the size of the community, vary in 
number per Institute from 50 to 1400. 
At the present time there are 138 In- 
stitutes in operation with an average 
attendance of 300. By fall there will be 
approximately 350 Home Planners’ In- 
stitutes and by spring a _ thousand 
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towns and communities may have 
Institutes with a probable average of 
300 enrollees each. 

One thousand Home Planners’ Insti- 
tutes will mean 300,000 new postwar 
homes planned for immediate construc- 
tion. This means 900,000 jobs waiting 
for the resumption of home building. 
As the Institute idea spreads, more 
jobs will be created. Viewing the con- 
struction industry as a whole, it is 
estimated that 2,800,000 men will be 
engaged in on-site construction by the 
middle of the third postwar year. Over 
1,000,000 more will be engaged in 
repair and remodeling work. By multi- 
plying each of these figures by 1.5, 
it is seen that this on-site construction 
work will create 5,700,000 off-site jobs. 

It is therefore apparent that the 
home building industry will create or 
effect the creation of nine and a half 
million postwar jobs (not counting re- 
sulting retail employment), which 
makes it understandable why the na- 
tion looks to the home construction 
industry to spearhead the return to a 
peace-time economy. 
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JOHNS-MANVILLE AMERICAN COLONIAL ASBESTOS SHINGLES, 
developed just before the war, immediately gained remark- 
able acceptance among homeowners and builders. When 
conditions again permit unrestricted production, this low-cost 
shingle promises to become one of the most popular shingles 
of the postwar era. 


Fabricated as an asbestos “‘strip,” yet giving the appearance 
of five individual shingles, J-M American Colonials come in 
attractive colors and are just about as easy to apply as an 
asphalt strip shingle. They cover exactly the same area 
asa 12’’ square butt asphalt strip, and, like the latter, have 
only 80 pieces per square. 





vamadiat 


Their self-spacing feature saves time on the job, too. 
Each shingle lines up automatically—no chalk lines, no 
delays for measuring. Easy-handling, these tough, rigid 
strips of asbestos-cement can take plenty of punishment 
during application. 


B J-M American Colonials are securely held in place with 
only four nails, with nail holes factory-punched. They are 
easy to Cut, easy to fit. They make it possible to ‘“‘build up” 
one area at a time, preventing waste motion on the roof. For r Fe i] 
details and prices write Johns-Manville, 22 East 40th Street, He fg PY 
New York 16, N. Y. 


PRODUCTS 


Asbestos Shingles 





3S YEAR * Pl TRY / *K An intentional understatement 
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. Complete working blueprints and specifi- 
ee cations of any house design published in 
K ITC HEN this magazine are now available at $5.00 
per set. Two sets of plans for the same 
10-0 X 12-6 i house are $8.00, three sets $10.00, four 
sets $12.00 when ordered at the same 
time. All the blueprints are in a con- 
venient 12” x 18” size and meet all FHA 
requirements. Please order plans by 


LIVING ROOM F number, enclosing payment, and address 


to American Lumberman, 139 North Clark 


12-6 X 25-0 St., Chicago 2, Ill. 
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...more than ever...it’s time to put 


DE WALT saws in your yard! 


Yes— it's time to get a real “one-two” punch in your selling methods. 


Punch number one — is a versatile, all-purpose DeWalt. It’s the perfect 








lumber dealer's saw—it will make over your yard! With DeWalt, you can 
re-work the wartime lumber you buy into products you can sell. With. 
DeWalt, you'll be all set for cutting tomorrow’s lumber! 











Punch number two — is the DeWalt Idea Book — which gives practical 
ideas on how to put action and showmanship into the lumber business. 
Thousands of dealers have already profited from this book. You can, too. 





Send coupon below for your copy of the DeWalt 
IDEA BOOK — NOW! 





DeWALT PRODUCTS CORPORATION 
159 Fountain Avenue, Lancaster, Penna. 


Please send me a free copy of the DeWalt IDEA BOOK. 
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County Agents and Rural Building 


Business is kept coming into this Webster City, lowa, lumber 
yard through cooperation with county agent, personal con- 
tact with farmers and interest in their varied problems and 


activities. 





Frank Talcott. 


6s DON’T THINK there is a better 

angle for the lumber dealer than 
the county agent,” says Frank 
Talcott, manager for Spahn & Rose 
at Webster City, Iowa. “He is one 
of the best salesmen I have. County 
agents have enormous influence in 
farm building programs, and I don’t 
think there is much question that rural 
business is going to be way ahead of 
city business in the next few years.” 

The rural business of this Spahn 
& Rose yard already bears out the 
latter theory. Although Webster City 
is a town of 8,000, 70 percent of the 
yard’s sales last year were rural sales. 
Personal contacts, more than any- 
thing else, says Mr. Talcott, keep this 
business coming in to the yard. He 
works closely with the county agent 
of Hamilton County, whose headquar- 
ters are at Webster City. Both men 
are always a part of informal farm 
gatherings out in the country, where 
individual problems can be discussed 
right on the ground. They attend 
monthly meetings of the farm bureau 
directors, local men working to im- 
prove farm conditions. Chamber of 
Commerce, Rotary Club, and Commer- 
cial Club meetings provide other 
sources of information as to what is 
going on. 

A good many sales originate with 
the county agent. A farmer comes in 
to discuss plans for a new brooder 
house, hog house, or hay bunk. They 
loce over plans in the agent’s office. 
The county agent suggests that he 
consult with his lumber dealer, and 
the prospect sets out for the yard. 
Mr. Talcott has a duplicate set of the 
plans whivh are issued by Agricultural 
Colleges, and is familiar with them. 
He can quickly determine what mate- 

Written under the direction of H. K. 


Lange, Western Mineral Products Com 
)) n 
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rial will be needed, which saves time 
for the farmer and impresses him 
with the yard’s efficiency and helpful- 
ness. 

Spahn & Rose does a large business 
in brooder houses and portable hog 
houses, built to order for the customer 
from specifications directed by the 
yard manager. In these buildings, 
also, the county agent and lumber 
dealer co-operate. 

Mr. Talcott knows how to stimulate 
farm sales. Back in 1934-35, he de- 
cided to put on a paint campaign. 
Those were still depression years, and 
not many farmers were interested at 
first. But wherever a farm building 
was freshly painted, the yard manager 
went out and took moving pictures of 
the building, the farmer, and his fam- 
ily. Home movies were a novelty 
then; and when they were shown in 
the school houses in the area, right 
after harvest time, the farmers flocked 
in to see themselves and their neigh- 
bors. A lot of paint was sold as a 
result. Another device was a monthly 
mailing to the customer list, which 
mentioned the names of farmers who 
had made improvements. Everyone 
likes recognition and to see his own 
name in print, and the mailing was 
very popular. 

Since the lumber shortage devel- 
oped, insulation has become the yard’s 
biggest sales item. As yet, only 40 
percent of insulation sales are rural 
sales. That is because itinerant 
“blowers” have worked the towns 
much more than the country, and the 
local yard was compelled to work its 
town prospects in order to counteract 
the “blowers’” activity and keep 
business at home. Whenever an itin- 
erant insulation truck comes to town, 
the manager gets busy at once, and 
calls on the people who might be 
prospects, or on whom he has learned 
the “blower” is working. A series of 
insulation advertisements are ruu in 
the local paper, comparing the merits 
of the various types of insulation. The 
Webster City yard stocks only two 
kinds: vermiculite fill and blanket- 
type. Mr. Talcott believes that by con- 
centrating on two insulations, he can 
make a stronger sales talk, and avoids 
confusing the customer, who knows 
very little about insulation anyway. 

In talking insulation to his farm 
prospects, Mr. Talcott has found his 
insulated yard office a good selling 
argument. He can talk from personal 


experience, and his customers know it. 
Bags of insulation in the sales room, 
and timely window displays, keep the 
item before the public. A folder of 
pictures showing the insulated homes 
of the town’s most influential citizens, 
as well as business buildings, was sent 
to the rural mailing list with good 
results. 

“Farmers are really interested in 
insulating their homes, and more of 
them are doing it all the time,” says 
Mr. Talcott. ‘They haven’t done much 
yet with their old service buildings, 





H. M. Nichols, Hamilton 
County Extension Director. 


but most of them are insulating new 
construction: poultry houses and hog 
houses. Insulated floors are moving, 
too. I keep our county agent sold on 
insulation, and we expect to see rural 
insulation increase steadily.” 

Mr. Talcott has been working on 
the Hamilton County Post-War Plan- 
ning Council, sponsored by the Cham- 
ber of Commerce at Webster City. 
This is a survey of what farmers 
expect to do in new construction, 
remodeling, and equipment purchases. 
The county agent is chairman. Mr. 
Talcott is agricultural chairman for 
the local area. This survey is ex- 
pected to turn up interesting and 
valuable information. When the post- 
war farm building program gets under 
way in Hamilton County, the Spahn 
& Rose yard will have a good idea 
of the type and quantity of materials 
that will be needed first.—(L. A.C.) 
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Reach of 11'/. feet makes it easy to 
load gondola cars. 


Skidding at mill yard —loads are skidded, — 


never carried. 
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EQUIPMENT 


Eliminates hand laborfrom stump 
to destination! Drott Skid-Loader 
moves a cord of eight-foot pulp- 
wood from pile to truck or sled 
in a fraction of usual time. On 
above operation, loaded eight 
cords of pulpwood in eighteen 
minutes with one helper. Truck- 
mounted jammer took six men 
and fifty-five minutes to load 
eight cords! 


Money - saving, labor - saving 

Drott Skid-Loader also lifts, trans- 

ports and loads logs, lumber, 

posts, poles, railroad ties, other 

forest products. Get all the facts 
NOW! 


* 


Send For 
Descriptive Literature ™ ™ 
“Don't Touch 
By Hand” 
FREE 


AMERICAN LUMBERMAN, September 15, 1945 


Picks up ges neem too pile © on strip road, 
skids it to truck road, river or car 
— not touched by hand! 


In elevated, discharging position; assumed 
on truck, dray or sleigh loading. 








Little Relief in Sight on 
Raw Materials for Paint 

Paint, varnish and lacquer manu- 
facturers, are forced to pass up much 
civilian business right now because of 
their limited supply of raw materials. 

At the end of the war, the War 
Production Board revoked many of the 
stringent limitations on the use of 
such supplies as chrome pigments, 
steel drums, fiber. shipping cartons, 
lead and tung oil. However, manu- 
facturers say the price of tung oil 
is so high and the supply so short 
its use is prohibitive. Some of the 
other items freed from controls are 
also still in tight supply. 

In spite of the 33,972,000-bushel crop 
of flax this year, manufacturers as- 
sert imports from Argentina will be 
needed to supply sufficient linseed oil. 

Vast supplies of tung oil are re- 
ported accumulated in China, but no 
immediate relief is expected because 
of present shipping difficulties. 


Begin Scheduling Lumber 
Parleys for Early in ‘46 

The 1946 annual convention of the 
Northwestern Lumbermen’s associa- 
tion will probably be held in Minne- 
apolis, Jan. 17 and 18 in the Radisson 
hotel. 

Other tentative convention dates an- 
nounced, are: Jan. 23, 24, 25—South- 
western Lumbermen’s association, 
Kansas City, Mo.; Feb. 4, 5—Moun- 
tain States Lumber Dealers associa- 
tion, Denver, Colo.; Feb. 5, 6, 7—Mich- 
igan Retail Lumber Dealers associa- 
tion, Grand Rapids, Mich. 


Producers Council Opposes 
OPA Plan on Housing Costs 


Government plans to control the cost 
of new postwar houses have come 
under attack from a new quarter—the 
building materials industry (see fea- 
ture article on page 39). 

The Producers’ Council, an organi- 
zation of manufacturers of building 
materials and equipment, charged that 
a new Office of Price Administration 
program soon to go into effect is “un- 
workable and unnecessary.” 

The plan would put retail price ceil- 
ings, in dollars and cents, on lumber, 
window frames, roofing, glass, plumb- 
ing and heating equipment, door 
knobs, locks and similar items. 

L. B. Hart, president of the coun- 
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cil, said, “Private home building will 
be demoralized, the number of new 
homes which can be built in the im- 
mediate future will be greatly reduced, 
and the widespread housing shortage 
will be indefinitely prolonged if the 
OPA adopts this startling plan.” 


Four Million Benefiting 
From Social Security Act 

In observance of the tenth anni- 
versary of the Social Security act, 
Paul V. McNutt, federal security ad- 
ministrator, made public a_ report 
showing that 4,250,000 men, women 
and children are receiving cash bene- 
fits that aggregate $11,000,000 a 
month. 

The Social Security act, which be- 
came law in 1935, provides minimum 
basic security by replacing partially 
the wage loss resulting from old age, 
unemployment or death, and through 
assistance to the needy aged, blind and 
dependent children. 





Ceiling Additions Limited 
for Retail Stock Millwork 


A limit to the additions retailers 
of stock millwork may make to their 
selling prices to compensate for in- 
creased acquisition costs was an- 
nounced by the Office of Price Ad- 
ministration. 

Effective Sept. 10, a retailer’s ceil- 
ing price for millwork, except com- 
bination doors, will be his March, 1942, 
price plus increased acquisition costs 
experienced since that time in a pur- 
chase of the same quantity of the item 
from a supplier of the same class. 

No increased costs resulting from 
increases in the selling prices of their 
suppliers after July, 1945, may be 
passed on by retailers to their cus- 
tomers. 

Sellers of redwood stock millwork 
other than those for whom ceiling 
prices are provided in Maximum Price 
Regulation 253 are to price their prod- 








Research Lab Built to Study New Uses for Waste Material 


To improve and develop present 
wood products and processes and to 
utilize wood products not previously 
used in the manufacture of structural 
insulation board, paper, and other 
forest products, the Minnesota and 
Ontario Paper Company is construct- 
ing a central research laboratory at 
International Falls, Minn., according 
to an announcement by President 
Donald D. Davis. 


The present research staff will be 
expanded to include additional chem- 
ists, physicists and engineers. 

“Completion of the laboratory will 
expedite research as to full utilization 
of the wood harvest, particularly the 
faster growing trees,” M. S. Wunder- 
lich, director of research, said. “We 
intend to conduct full research into 
the manufacture of new products from 
what is now considered ‘waste ma- 
terial.’ ”’ 
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A Big Fir on the White River Carriage 


Good logs are the first essential 
in producing good quality lum- 
ber—and White River has ‘em 
—giant Douglas Firs and top 
quality upland Hemlocks—from 
the vast White River timber 
stands. 


White River has plenty of tim- 
ber and plenty of mill capacity. 
Lack of manpower and lack of 
inventory are our current bot- 
tlenecks. As soon as we solve 
these problems, White River 
service will resume its normal 


stride. 


WHITE RIVER LUMBER CO., Enumclaw, Wes. 


Since 1896 
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.-- that Southern Brand 
Lumber’s long-estab- 
lished reputation for 
superior quality will be 
maintained for years to 
come. 
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from Manufacturers of Arkansas Soft Pine and Southern Hardwood Lumber and Flooring 
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Watch for New, Improved 
Postwar “RED-TOPS” 


Present Keystone Studded 
Tee posts are prewar Red 








Top quality—made of tough 
resilient steel from railroad 
rails. The finish is a bit 
different — now all-red 
baked-on enamel temporar- 
ily replaces the former alum- 








inum finish. Otherwise, these 





A “Ever Hold” 
Fasteners 


posts are essentially the same 
as famous prewar Red Tops 





—the posts that farmers 
know and prefer. 











Postwar Red Tops will be 
new and improved. Watch 
for them! 


Locked-on »> 
Anchor Plate 


Keystone Steel & Wire Company, Peoria 7, Illinois 
Makers of RED BRAND FENCE 































ucts under Revised Maximum Price 
Regulation 293. 

Dollar-and-cent ceiling prices ap- 
proved in the past for individual man- 
ufacturers of pine and redwood com- 
bination screen and storm doors, are 
incorporated into Revised Maximum 
Price Regulation 293 by this action. 


Tub in Every Home Says New 
Building Code, Durham, N. C. 


Complete bathroom facilities, includ- 
ing a tub with hot and cold running 
water are required in every house to 
be occupied as a home in Durham, 
N. C., according’ to provisions in the 
building code adopted late in August. 

The revised code, according to city 
councilmen, will contribute to the 
health of Durham and will prevent 
slums by stopping the construction 
of slum houses. 

There is some question as to 
whether the code would pass the 
courts, but the councilmen feel such 
betterment of sanitary conditions 
would be heartily approved by the 
public, and the question would hardly 
be brought into the courts. 


Ceiling Plan Named for War 
Goods Retained as Inventory 


Suppliers of war goods to the gov- 
ernment whose contracts have been 
terminated, and who elect to retain 
the contractor inventory, will be able 
to determine quickly their price ceil- 
ings for sales of these inventories, the 
Office of Price Administration an- 
nounced. 

Where price ceilings already are es- 
tablished for the same materials when 
sold in regular commercial channels, 
these ceilings will apply to the re- 
tained inventory stocks of war goods. 

Where there are no existing ceiling 
prices for such materials, sellers will 
follow simple formulas to arrive at 
their ceiling prices. 

Sellers will- be required to supply 
invoices to purchasers on all con- 
tractor inventory sales. 


Schools Urged to Proceed 
With Construction Plans 


Fear that present materials may be 
obsolete in the building era ahead is 
groundless and those in charge of the 
development of the school plant can 
and should proceed now with their 
plans for construction. 

That is the conviction of Reginald 
E. Marsh, nationally known school 
architect, who characterizes much of 
the talk about new materials as “ul- 
justifiable ballyhoo” and calls for real- 
ism in the development of the postwar 
school building program. 

After considerable research in build- 
ing materials, Mr. Marsh declares in 
the current School Management that 
nothing has been discovered or de 
veloped to replace the basic building 
materials. Plastics, most talked of 
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new material, are still limited in use. 

Wartime experimentation in prefab- 
rication has proved unsatisfactory and 
has not contributed to low cost for 
schools, according to Mr. Marsh. Pre- 
fabricated units and materials may be 
used, but that is as far as prefabrica- 
tion will go in school building con- 
struction, he believes. 


Washing Machines Available, 
Dishwashers for Sale Soon 
Seven weeks after General Electric 
started to reconvert from production 
of bazookas to household electrical 
washing machines, the first of the 
company’s postwar washers began 








rolling off the assembly line, and have 
been placed on the market for sale. 
Both Westinghouse and General 
Electric report that newly designed 
electric dishwashers and garbage dis- 
posal units will be introdced as soon 


as full consumer production is re- 
sumed. 

General Electric also announces for 
future retail selling electric water 
heaters, but at present it is difficult to 
predict just when these will be avail- 
able to the general buying public. 


Metal Lath and Plaster Wall 
Withstands 5-Hour Fire Test 


After a five-hour exposure to fire, a 
metal lath and plaster partition 
showed no sign of collapse or other 
structural failure that would permit 
the passage of fire, either through the 
partition or between the partition and 
frame. 

This test, using materials available 
from any building supply dealer, was 
conducted by the National Bureau of 
Standards, fire test section, late last 
spring, according to an announcement 
list made by Commissioner Arthur 
. Tuscany, Metal Lath Manufacturers 
%ssociation. 


flooring Manufacturers Meet, 
discuss Reconversion Program 
The National Oak Flooring Manu- 
facturers association, Memphis, held a 
ueeting Sept. 12 for the purpose of 
liscussing and planning postwar ac- 
tivities. 

During the war only one-third of the 





facilities of the industry were utilized 
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NEW NO. 500 AMEROCK DEMONSTRATOR 


It’s more complete, more attractive, more practical — packs more sales 
punch than any previous Amerock Demonstrator! Beautiful new postwar 
designs. Extra hardware for resale packed with every demonstrator re- 
turns your full investment! Ask your jobber or send coupon for details. 


AMERICAN CABINET HARDWARE CORP. 


_GENUINE 


ROCKFORD t#Leinorts 


PRODUCTS 





AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 1 
Please rush color illustration and full information on new No. 500 Demonstrator. 








NAME 
ADDRESS. 
CITY STATE. 











MY FAVORITE JOBBER IS + 








The Name 
Booth- Kelly 
Stands for Quality 





Booth-Kelly has been pro- 
ducing quality Douglas Fir 
lumber and timbers since 


1898—47 years. 


Thousands of dealers 
have come to know and re- 
ly on this company’s prod- 
ucts. Many have sold Booth- 
Kelly old-growth Douglas 
Fir products for nearly two 
generations. 


RA A 


DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BociliAtell 


TWO MILLS—SPRINGFIELD & WENDLING, ORE. 
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in the manufacture of flooring, part of 
the equipment being used in the manu- 
facture of war items. 

Now that hostilities are over all of 
those interested in the building trades 
predict an unprecedented era of home 
construction beginning very shortly. 
It is their part in this program that 
the flooring manufacturers are plan- 
ning. 

With the withdrawal of the armed 
forces from the lumber buying market 
the grades of lumber normally used 
for flooring will become available for 
that purpose. There will be a period 
of two to three months before the 
full effect of this increased lumber 
supply is felt because the hardwood 
lumber must be air-dried before it is 
ready for kiln drying for flooring. 


Chicago Hardwood Meeting 
te Discuss Rule Changes 


Inspection rules committee members 
of the National Hardwood Lumber as- 
sociation have compiled a report and 
list of recommendations to be pre- 
sented at the 48th annual meeting of 
the group in Chicago Sept. 20. 

Favorable action was taken by the 
committee on a request to restore 
paragraphs in the inspection rules 
book naming the species to be classi- 
fied as white oak, red oak and mixed 
oak which were deleted last year. 

A recommendation was made cor- 
recting an inconsistency in the pres- 
ent rule on lengths in No. 1 common 
rook elm, hickory and pecan which 
admits unlimited short lengths though 
the quantity admitted in the lower 
grades is limited. 


Lending Groups Ready to Meet 
Home Builders’ Credit Needs 


With the war over and new home 
construction in sight, the various lend- 
ing institutions of the country are 
announcing their plans for financing 
home ownership. 

Victory finds the 15,000 banks of the 
nation prepared to meet the credit 
needs of postwar America, declared 
Robert M. Hanes, chairman of the 
Postwar Small Business Credit Com- 
mission of the American Bankers 
Association. 

“Banking has produced a new post- 
war credit product—the bank credit 
group,’ Mr. Hanes declared. “There 
are now 40 such groups ... whose 
operations extend throughout every 
area of the nation. These credit 
groups are designed to provide a third 
source of bank credit within the bank- 
ing structure itself, the local bank 
being the first and its correspondent 
the second.” 

At the same time James Twohy, 
governor of the Federal Home Loan 
Bank System, announces that more 
than five billion dollars for financing 
the construction of homes will be 
available to the 3700 member saving 
and loan associations and other insti- 
tutions of the system over the next 
few years. 


Forming Plan to Credit Vets 
For War-Gained Trade Skills 


A program designed to assure every 
returning veteran entering industry 
full credit for war-gained trade skill] 
experience is being prepared by the 
Apprentice-Training service of the 
War Manpower commission, according 
to Paul V. McNutt, WMC chairman. 

This plan, being developed in co- 
operation with management, labor and 
veterans organizations, would, in 
many eases, reduce the length of re. 
quired apprenticeship of veterans 
entering various crafts. The basic ob- 
jective at present is to establish 
criteria for crediting veterans for their 
war trade skilled experience. 

At the same time the Apprentice- 
Training service is preparing to send 
to military separation centers and 
U. S. employment service offices a 
list of registered business establish- 
ments providing employment and 
training to apprentices. 


New Research Laboratory 
Planned by Johns-Manville 


The Johns-Manville corporation will 
build one of the largest research lab- 
oratories of its kind to speed the 
development of new and improved 
building materials, the company has 
announced. 

Dr. C. F. Rassweiler, vice-president 
and director of research, said the first 
unit, in addition to research facilities, 
also will provide 10 experimental fac- 
tories under one roof. Products in- 
itiated in the laboratory thus may 
be developed and carried through pro- 
duction stages without leaving the 
building. 

The whole emphasis in research will 
be to produce more satisfactory hous- 
ing, Dr. Rassweiler said, with more 
comfort and permanence. 


Give Ceilings for Redwood 
Tank, Pipe and Silo Lumber 


Establishment of manufacturers’ 
dollar-and-cent ceiling prices, effective 
Sept. 4, of redwood tank, pipe and silo 
lumber, regardless of where sold, was 
announced by the Office of Price Ad- 
ministration. 

OPA also announced that manufac- 
turers of redwood lumber are now per- 
mitted to charge $7 each for bulkheads 
for open top railway cars whenever 
these bulkheads are required by the 
Association of American Railroads. 

At the same time the 30-mile limita- 
tion on “direct-mill retail sales” in 
the Western area was removed. 


N. Y. Contractor Suggests 
Slum Clearance System 


A plan by which private enterprise 
can redevelop slum areas at a profit 
without government subsidies and 
with full taxes paid to the city has 
been originated by Alfred Rheinstein, 
president of Rheinstein Construction 
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~: || LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 

















Co. are made to stand hard service and are, there- Huther Bros. have long taken special pride in the 
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Southern Pine * 


EXCHANGE HAS ITS OWN ODT’ 


(Orders Delivered on Time) 


Despite tremendous demand, Exchange has maintained on 
schedule deliveries of ESSCO lumber for vital war uses. When 
more civilian production is possible, you can rely on ESSCO to 
make your deliveries promptly, expeditiously and by the best 
and most economical routing. 


Frequently, substantial savings in time and costs can be 
made by proper routing and this is one of ESSCO’S consistent 
services ‘supervised by Frank R. Campbell, Traffic Manager. 
When added to the careful selection, precision-milling and thor- 
ough seasoning which give ESSCO lumber its superior quality, 
these savings offer ESSCO dealers a decided advantage in the 
postwar competitive market. 


It is the part of wisdom now to count on ESSCO to supply 
your needs for high-grade lumber and to deliver your orders on 
schedule. Be sure to “earmark” some bins for the special mul- 
tiple advantages of labor-saving and money-saving ESSCO 
End-Lokt lumber — one of your most profitable items in the 
days to come. 


EXCHANGE SAWMILLS SALES Co. 


KANSAS CITY 6, MISSOURI 
West Coast Woods 


1111 R. A. LONG BUILDING 
Southern Hardwoods e Ponderosa Pine * 

















Trade-Mark Reg. U. S. Pat. Office 
ESSCO End-Lokt lumber has many advantages. Here is... 


No. 


more speedily in transportation and by one man on the job. 





Frank R. Campbell, Traffic Manager 





Bundled in shorter lengths, End-Lokt lumber is handled easier and 














company, New York, and is being 
studied for use in New Orleans. 

In this plan, advanced as an alter- 
native for federal aid to cities, has 
residential super-blocks with apart- 
ment houses along each side of the 
block and city-owned park and school 
in the center. This park would fur- 
nish light and air unobtainable if the 
buildings were scattered over the plot, 
according to Rheinstein. Debt service 
on the cost of the city-owned park 
would be met by a special yearly as- 
sessment levied by the city against 
the property owners. 


Easing of Home Repair 
Credit Expected Soon 

The government is expected to ease 
credit restrictions soon for the pur- 
chase of building and home repair ma- 
terials. 

It has been learned that the federal 
reserve board will meet to consider 
proposed relaxation of regulation “W,” 
restricting consumer credit. Elimina- 
tion of the credit control over such 
items as roofing and new household 
plumbing and electrical wiring. sup- 
plies for certain purposes is expected 
to foster repairs and new construction. 

Credit controls, however, will prob- 
ably remain for so-called “hard” goods 
such as washing machines. 


Convention Restrictions 
Off Oct. 1, Declares ODT 
Announcement has been made by the 
office of defense transportation that 
all restrictions on conventions and 
trade shows will be lifted Oct. 1. This 
action, lifting the convention ban im- 
posted Feb. 1, was recommended by 
the office of war mobilization and re- 
conversion. 


Patman Attacks OPA 
Reconversion Prices 

Reconversion price schedules an- 
nounced recently by OPA have been 
criticized by Chairman Patman (Dem., 
Tex.) of the house small business com- 
mittee. In a letter to Price Adminis- 
trator Bowles, he asserted the prices 
were “a farce and an injustice to small 
business.” 

“Our small manufacturers do not de- 
serve the sort of treatment they are 
being afforded under your so-called re- 
conversion pricing orders,” he said. 
“We need their output and we need 
the jobs they can supply if permitted 
to operate at a profit.” 


Do Manufacturers Need to 
Learn a Selling Lesson? 

To the Editors: It seems that it 
is very hard for lumber manufacturers 
to learn . . . when business was very 
bad, anybody could sit down and wire 
or write fifty mills for quotation on 
any items and that they had and the 
mill would wire and quite them and 
allow commission without finding out 
anything about their ability as sales- 
men or anything else. They were just 
interested in getting an order. Then, 
the situation suddenly turned and they 
could sell everything they made to 
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the Government without any effort 
whatever and what did they do? I 
venture to say that a great percent 
cut out the salesmen and wholesaler 
immediately and they acted as though 
it was always going to be easy to sell, 
which, of course, is not the case be- 
cause I believe that the lumbermen 
are going to have to sell their products 
and much sooner than some of them 
realize—L. N. BAGNALL, Winston- 
Salem, N. C. 


Adjust Ceilings on Western 
Pine and Associated Species 

Adjustments in manufacturers’ ceil- 
ing prices of western pine and asso- 
ciated species of lumber to permit 
greater production of one-inch boards 
and of dry dressed common boards 
have been announced by the Office of 
Price Administration as being effec- 
tive Sept. 11. 

Manufacturers are authorized to add 
$1 per 1,000 feet board measure to 
established f.o.b. mill prices for all 4/4 
dry dressed common boards. 

Deductions on dry rough, surfaced 
green and rough green graded com- 
mon lumber are increased $1, $2.50 
and $3.50 respectively, per 1,000 feet 
board measure for most species. 


TECO Offers Space for Study 
In Reconverting Wood Wastes 

To study the processes for convert- 
ing hardwood wastes into fibrous 
products, a pilot plant will be set up at 
the Timber Enginering company labo- 
ratory, Washington, D. C., in accord- 
ance with instructions from the Amer- 
ican Forest Products Industries Hard- 
wood Research committee. 

Major equipment for the plant will 
include disintegrating machinery, de- 
watering machinery and drying equip- 
ment. 

Processes for producing paper, card- 
board, and building board from hard- 
wood wastes will be explored at the 
plant. 


May Make Price Adjustments 
For Certain Forest Products 

A procedure for adjusting the maxi- 
mum prices of individual producers of 
tidewater red cypress and Sitka spruce 
lumber, hardwood plywood and turned 
or shaped wood products where present 
ceilings are causing hardship that im- 
pedes or threatens to impede produc- 
tion, was announced by the Office of 
Price Administration as becoming ef- 
fective Sept. 5. 

Under the new procedure, a producer 
of the above items may apply for an 
adjustment of ceiling prices if: 

1. The major part of his total dollar 
production in his most recent fiscal 
year is of the lumber or lumber prod- 
uct items on which he now suffers 
hardship, or 

2. All of the items on which he 
Suffers hardship account for 85 percent 
of output of any one of his plants in 
his most recently completed fiscal year. 

Retailers will not be permitted to 
Pass the increase on to consumers who 

(Continued on Page 83) 
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HE keeps facts from 
hiding between the boards 


Continental Lumber Co., Doise, 1daho, 
prepared for peace with stock, pricing 
and merchandising control. 
“Continental” has been one of the 
ieaders in realizing that prewar ex- 
perience is of little use as a basis for 
profitable postwar operations. 


With building materials and meth- 
ods changing, and probably due to 
change more, Continental has pre- 
paredfor everycontingency. Utilizing 
the experience of a Systems Techni- 
cian, they have installed a simple 
overall record control system de- 
signed to aid in making wise and 
accurate decisions as need arises. 

As General Manager 
A. W. Lincoln says, “All 
the facts we need for con- 
trolling stock, pricing and 
merchandising policies 
on goo ‘uncertain’ items 
are brought together in 
one place, with one index. 


It’s a Kardex System with visible 
margins. Graph-A-Matic Signal Con- 
trol provides analysis-on-sight of 
stock movement and conditions. We 
call this perfect control, and we have 
it at our finger-tips. Jt insures our 
judgment.” 

Through knowledge interchanged 
with his hundreds of colleagues, the 
Systems Technician gladly brings 
you the accumulated record-keeping 
experience of leading organizations 
everywhere. He is at our nearest 
Branch Office. 

KARDEX COMBINES DATA 

__xzq_ with Stock Status Visibly Charted 












PURCHASE RECORD 

5 YEAR SALES 

21 YEAR RECAP 

“IN AND OUT’ BALANCE 
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Merchandising on the Home Front 
WO EX-SERVICEMEN of our ac- 
quaintance aren’t worrying much 

about unemployment, economic up- 
heavals, material shortages, or any- 
thing else. They call themselves 
“House Fixers, Inc.” and haven’t had 
an idle moment since they rigged up 
a truck with tools and equipment 
which enables them to do almost any 
repair job that needs to be done. The 
usual technique is to call the home- 
owner’s. attention to minor repairs 
needed on porch, sidewalks or retain- 
ing wall, garage, or anywhere around 
the outside of the house. While they 
are doing the work, the housewife 
usually thinks of something that 
needs to be done on the inside, and 
the rest is easy! Both are handy 
men, and there is scarcely any kind 
of a job they can’t do. In one case 
they spent more than a week going 
over the house from roof to basement. 
They methodically canvass from door 
to door, refer to jobs they have com- 
pleted in the neighborhood, work 
closely with a finance company. In- 
vestment is small, and the two young 
men are earning more money than 
they ever expected to make in their 
lives. 
« * A 


Hard work is the keystone in the 
arch of success. 


* * * 


Going Up! 

ITHIN TWO WEEKS after V-J 

Day the average installment 
note of a well-known finance company 
doubled in size. Before the war the 
average was $545 on repairing and 
remodeling. During the: war it 
dropped to $250. Immediately follow- 
ing V-J Day it began to go up. At 
the present time the average is $498. 


x * - 
Beaten Paths are for Beaten Men. 


« * x 


Antidote for Out-of-Town Applicators 
N TWO OF THE CASES attention 
is called to the “malady” which af- 

flicts so many lumber dealers—“appli- 

catoritis.” In the preceding  para- 
graph is mentioned one of the princi- 
pal ingredients of the remedy—install- 
ment selling. If it were not for con- 
sumer financing, there would be few 
applicators as we know them today. 

Selling a $500 roofing job for cash re- 

quires the highest type of salesman- 

ship plus an occasional prospect— 
very occasional—who is in a position, 


70 


or willing, to write a check for the 
total amount. Commissions would be 
few and far between and not large 
enough to attract commission men. 
Hence, few out-of-towners to worry lo- 
cal lumber dealers. If you want to 
put applicators out of business, make 
installment selling illegal! 


* * * 


Success in selling is developed by 
extra knowledge, extra effort, extra 
service. 

* * * 


There's a Reason for Applicators 
UT WHY PUT applicators out of 
business? What’s wrong about 

it? 

The answer 
written. 

There is nothing wrong with sell- 
ing roofing or insulation applied and 
paying for it at so much per month. 
It now has been demonstrated conclu- 
sively that it’s the way property 
owners prefer to buy. What’s more, 
it’s the only way most of them can 
buy. Therefore, it is a consumer 
service which flourishes when backed 
up with salesmanship. Nor does it re- 
quire expert or high pressure Selling. 
There are so many sound arguments 
in favor of a good roof and proper in- 
sulation that any intelligent person 
ean sell them who will sit down for 
a single day and learn the reasons... 
providing he is willing to work hard 
from morning ’til night contacting 
property owners in order to tell the 
story. That has been proved thou- 
sands of times by applicators in the 
selection of their selling crews. No 
chance for an argument on that score! 


already has_ been 


* * * 


The "Bite" Gets Bigger 


ARLY-DAY APPLICATORS often 

were gypsters. They gave the in- 
dustry a bad name. But it survived in 
spite of the fact that property owners 
paid an exceedingly high price for a 
very poor roof. Gradually crooked 
dealings gave way to reliable service. 
Today the applicating industry is big 
stuff, and it is growing by leaps and 
bounds. It controls a big percentage 
of the roofing sales and is biting in on 
the insulation business at an astonish- 
ing rate. General repairing comes 
next. Then remodeling. Slowly, at 
first, but now much more rapidly, the 
shift from selling raw materials to the 
complete job is taking place—and al- 
ways at so much per month. 


Door-to-Door Selling 

HILE WE ARE on the subject 

of door-to-door merchandising, 
we might as well relate an experi- 
ence that occurred a short time ago 
in a county seat town in Minnesota. 
We had stopped during the evening to 
get a bite to eat. Seated outside the 
restaurant were several workmen in 
coverall suits bearing the name of a 
well-known applicator in a nearby city. 

“Keeping busy?” we asked the 
foreman. 

“T’ll say so!” he replied. “We've 
had two crews here for more than a 
month on insulating and roofing jobs 
and have another month’s work in 
sight.” 

The lumber dealers in the town are 
pretty mad about the whole thing. 


* *” * 


Salesmen (and dealers) who cover 
chair instead of territory are 
always on bottom. 


* * * 


$225 in Commissions 

N THE SAME TRIP mentioned 

above we spent the night in an- 
another county seat town. During the 
evening we fell to visiting with an 
alert, middle-aged man in the lobby 
of the hotel. He turned out to be 
the salesman for an applicator and 
later volunteered the information that 
his commissions were averaging over 
$225 a week on insulation and roofing 
sales. He was well along in his second 
month and expected to be there an- 
other 30 days. The next morning we 
mentioned the matter to one of the 
local lumber dealers. He knew all 
about it. His comments concerning 
out-of-town applicators cannot be 
quoted on this page. 


* * * 


Progress is victory of new methods 


over old. 
ok cs Ok 


Can Lumber Dealers Become 
Applicators? 

HAT ANSWER has been written 

too. Many dealers already are it 
it up to their necks and are going 
great guns. Consumer financing put 
them on an even keel with competi 
tion. 
turned the trick. There isn’t a single 
good reason why lumber dealers 
should lose their roofing and insula 
tion business to applicators except 
their inability or unwillingness t 
adapt themselves to the way these tw0 
commodities are being sold. 
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Whats Neur £ 


BALES AIDS - LIMERATURE 


Foamglas Insulation 91508 

Several improvements in this new 
cellular glass insulation have been 
made during the past months. Foam- 
glas, a new inorganic, cullular insula- 
tion, is composed of specially pre- 
pared glass, cellulated under intense 
heat with the result the product is 
fireproof, waterproof and vermin-proof. 
For more complete details about the 


new improvements check number 
91508. 

Fir Door Catalog 91512 
Factri-Fit doors, prefit to exact 


standard stock sizes, are described in 
the new Douglas Fir Door catalog. 
This shows the complete line of Doug- 
las fir interior doors, Tru-Fit entrance 
doors and new specialty items. These 
doors are scuff-stripped for protection, 
grade-marked for easy identification, 
and can be furnished mortised or ma- 
chined to any specifications on special 
order. For a copy of this catalog check 
number 91512. 


New Delay Switch 

A new all-purpose light or power 
switch, recently announced, features 
a unique toggle-lever arrangement, 
which although operated in the stand- 
ard manner, offers both delayed-action 


91501 





and instantaneous “off” plus a time- 
selector for the delayed action which 
can be set at any interval from zero to 
three minutes. The lever also features 
a phosphorescent tip which makes the 
switch easy to locate even in total 
darkness. The Tymzit switch fits 
any standard wall box and is offered 
in single and double pole assemblies. 
For further information check num- 
ber 91501. 
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91504 


In keeping with the arrival of vic- 
tory and the returning home of serv- 
icemen, Devoe & Raynolds has pre- 
pared a colorful banner welcoming 
home the painter craftsmen who have 
completed their tour of duty, and who 
are ready to return to their civilian 
work as painters and decorators. The 
colorful banner—for window or store 
display—is free of all advertising. 
For a free copy, available to any 
painting contractor or paint merchant, 
check number 91504. 


Welcome Home Banner 


Kitchen Cabinet Ideas 91503 


A new idea in kitchen cabinets is 
presented by Majestic. With these 
cabinets, to be available as soon as 
consumer production can be stepped 
up, the housewife can plan her own 
kitchen and rearrange it after it has 
been installed. Shelves slide out for 
greater accessibility, and drawers and 
shelves can be interchanged as needs 
change. Majestic will offer dealers a 
complete line of cabinets, sinks with 
linoleum or stainless steel tops for 
resale to customers planning new 
home or remodeling their present 
homes. For further information check 
number 91503. 


Steel Shoring 
Development 91507 

Soon to be made available to build- 
ers are tubular steel trusses and tee- 
posts. The tubing has a _ tensile 
strength of 110,000 pounds per square 
inch. The trusses are built section- 
ally, so they can be quickly expanded 
or shortened for any need, making 
them practical for use with any archi- 
tectural design. Tee-posts, having a 
screw adjustment at the bottom, may 
be used in conjunction with the 
trusses, thus making them equally 
practical for floor and wall shoring, 





as well as beams and pilasters. For 
more complete details check number 
91507. 


Employment Report 91509 


Full Employment and the National 
Budget is.a 24-page research report on 
the Murray Full Employment Bill, pre- 
pared by the Citizens National Com- 
mittee. The report contains a simple, 
understandable summary of S.380, au- 
thorized statements by Senators Mur- 
ray and Taft regarding the bill, and a 
careful analysis of five basic assump- 
tions underlying the proposal which 
the report questions. For a copy of 
this research report check number 
91509. 


Air Conditioning Unit 91506 


For indoor comfort summer, winter, 
spring or fall, the new Reversatemp 
can be set at the desired room tem- 
perature and the fully automatic unit 
does the rest. Room temperatures are 
kept constant despite outside weather 
conditions, the unit alternating be- 
tween heating and cooling hourly if 
necessary. The smallest unit fits into 
a 3144x5x7 foot space, and it also comes 
in several other sizes. There are no 
chimneys, flames, soot, fire hazards 
or idle equipment. Comfortable year 
around air conditioning is now avail- 


able. For further information about 
this item check number 91506. 
New Model Chain Saw =‘ 9151 


The Disston News Bulletin describes 
in detail the new chain saw with a 
mercury gasoline engine. The new 
models are available immediately, and 
purchasers are no longer required to 
obtain approval from WPB. The saw 
has a die cast cooling fan which sup 
plies increased air to cylinders, a 
air cleaner for removing all foreig? 


particles, a fuel filter preventing any 
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What Customers Look For! 






Cabot’s Brush C.eaner 


Win new customers — make 
repeat sales by stocking 
Cabot's Brush Cleaner—harm- 
less to bristles and setting! 
It smacks out old hardened 
paint right down to the heel 
—leaves bristles lustrous, flex- 
ible, like new! Fast working. 
Non-evaporating. Non-inflam- 
mable. Non-caustic. Write for 
sample and dealer information 


TODAY! 


Samuel Cabot, Inc. 


1522 Oliver Bidg. Boston 9, Mass. 
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STANTON 
DISTRIBUTION 


IN THE WEST 


offers particular 
advantages for 


WOOD PRODUCTS 


For fifty years we have wholesaled 
domestic and imported woods through- 
out America with accent on the west. 
We want new post-war items. 


BUILDING MATERIALS 


In addition to wood products we have 
handled associated materials needed 
in the building trades. Here too we 
can offer organized sales help with 
adequate finances, facilities and space 
for large operations. 


BUILDING SPECIALTIES 


Here we believe the post-war market 
will be particularly receptive. We are 
organizing to meet this need. 


WRITE, 
3 WIRE or 
0% if PHONE 
yo oo” , if you seek 
6° 40 adequate 
a all distribution 
oe in the west. 
o ond Eugene 
0 ry 
rot re 
age? Office 


476 E. Broadway 


E. J. STANTON & SON 


INCORPORATED 


2050 East 41st Street 


LOS ANGELES CALIFORNIA 




















FALL IS REPAIR TIME! 


ABESTO LIQUID AND 
ABESTO FIBERATED 
FOR RE-COAT WORK. 


ABESTO PLASTIC AND 
ABESTOSEMI-PLASTIC 
FOR PATCHING. 


Check Your Stock Today! 





ABESTO MFG. CO. 


Dept. 25 Michigan City, Indiana 











Cuapman & Dewey 
LUMBER CO. 


Memphis, Tenn. 


Manufacturers of “C & D” Brand 


OAK FLOORING 


and 


HARDWOOD LUMBER 


From 


FAMOUS ST. FRANCIS BASIN 


Ww 


Wire for quotations 











foreign articles from reaching the car- 
buretor and a conveniently located 
throttle on top of right hand carrying 
handle. For a copy of this News Bulle- 
tin check number 91511. 


91505 


After being on the restricted manu- 
facturing list for almost three years, 
Cooperweld wall ties are now avail- 


Copperweld Wall Ties 





able and bring back to cavity wall 


construction a non-rusting tie. These 
ties, used to bond two separate wall 
sections, are made from high-strength 
Copperweld wire formed into a 
straight center stem with legs on both 
ends. They are said to combine the 
rust-resisting life of copper with the 
strength of steel, having a thick cop- 
per covering surrounding and molten- 
welded to a tough core of high 
strength alloy steel. These ties are 
said to be immune to any chemical 
action within the wall. For further 
details check number 91505, 


New Fluorescent Starter 91510 


A new “Watch Dog” starter for 15- 
and 20-watt fluorescent lamps will be 
made available by the General Electric 
Company after Oct. 1. Especially suit- 
able for commercial and _ residential 
lighting fixtures, it is said to have all 
the features and advantages of other 
“Watch Dogs” available for 30-, 40- and 
100-watt lamps. It has an average 
rated life of three years under specified 
test conditions. For more complete (e- 
tails check number 91510. 


Load-Carrying Truck 91502 

With a safety rated capacity of 
4000 pounds, a new motorized load- 
carrying truck with stationary bed 
has been placed on the market. Finger 
tip control permits easy maneuvering 





of the heaviest load forward or back 
to destination, which also provides 
easy starting and stopping. It has a 
dynamic brake control, and a forward 
or reverse speed of 220 feet per min- 
ute loaded. Power is generated by 
heavy duty batteries. For more com- 
plete details regarding this truck 
check number 91502. 








For Further Information 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key numbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


91501 91502 

91505 91506 

91509 91510 
BD Hodthtne.n vi hakupey aed aae ects 
SIE onacah << Pauin’ bites ah cuss boas 
Address 


91503 91504 
91507 91508 
91511 91512 
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AETNA’S 5-Ply Service: 


@ Great Warehouse Stocks 
@ 24-Hour Order Handling 
@ Prompt Mill Shipments 
@ Careful Bundling 
@ Expert Routing 
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Farm Building Freed From Control; 
Remodeling Restrictions Eased 


| Bendy START WITH the changes 
in L-41; just to have something 
definite. . Aside from this amend- 
ment the industry news from Foggy 
Bottom, while absolutely loud, is a 
thought low in verifiable content. 

The change of most general impor- 
tance to the retail industry in the 
amendment to L-41 is the one that ex- 
empts all farm building construction, 
other than farm dwellings, from this 
limitation order. Farm dwellings are 
still controlled under an unamended 
section. But all other farm buildings 
revert to the old freedom. So all a 
farmer needs now is a _ few little 
things; such as finding a dealer with 
building materials, fixing up something 
he can use for money, getting hold of 
a carpenter who knows a saw from 
a slot machine and such. Just like 
old times. 

Furthermore, all alterations and re- 
pair work that don’t involve exterior 
additions or major exterior alterations 
are now exempt from the order. Uncle 
will not put you in jail any more if 
you move the front door around the 
corner or put in a picture window. 
Keeping the lid on major exterior 
alterations apparently is an echo of 
the loud stuff mentioned above. The 
OPA and various accomplices are de- 
termined to keep prices of residence 
construction within what they consider 
due bounds. It’s theoretically possible 
to remodel a dog house and to come 
up with a mansion a block long. So 
this continued prohibition against. ma- 
jor exterior additions or alterations is 
just to keep the ambitious builder 
from sewing a new pair of pants onto 
an old suspender button and calling 
it a remodeling job. 

Also taken out of the order is the 
construction of transportation facili- 
ties; bus and truck terminals, air- 
ports, oil and gas pipelines and such. 
The construction of roads has been 
exempted from the order; together 
with some other changes, of perhaps 
less importance to lumber retailing. 

General belief continues that the 
entire remainder of L-41 will be lifted 
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by the end of the month. At the risk 
of getting called a sourpuss, this page 
suggests that the lifting of L-41 and 
L-335 may not end all distribution 
limitations. If such limitations are 
thought necessary to implement price 
controls, they’ll get set up; some- 
where, somehow. In much the same 
way the OPA may be terminated with- 
out ending all price controls. Those 
who believe firmly that public con- 
trols of the economy must be con- 
tinued are likely to say that war-time 
agencies don’t fit peace-time needs; 
hence practically new control methods 
must be set up. The only reason for 
mentioning such things is the fact 
that many lumbermen have identified 
control orders with control purposes; 
the tool with the objective. They 
think the repeal of the order, the 
destruction of the tool, will mean the 
end of the policy. Well, it’s not that 
simple. 
Construction Costs 

Price control of construction makes 
up, in one way or another, the defi- 
nitely loud but not verified news men- 
tioned above. The leaders of the in- 
dustry, here along the Potomac, have 
their own opinions about this price 


-control. Most of these opinions can’t 


be printed in a family journay. But 
the leaders admit they don’t really 
know what’s going to issue from this 
rumpus; say it’s still in the guessing 
stage. 

At the risk of repeating statements 
in earlier issues, the Calendar will 
try to sketch this current argument. 

These matters cover a wider field 
than lumber and construction; though 
the issue seems to be more sharply 
defined in construction than in, say, 
motor cars or clothing. 

Those who believe in price control 
during the changeback period say that 
heavy demand and insufficient goods 
always mean inflation; that this com- 
bination always diverts available raw 
materials into high-cost goods; that 
it means not only no goods available 
for the low-income group but also a 
decline in employment, since low-cost 


articles create the quantity market 
that in turn makes for full employ- 
ment. You know the argument. It’s 
been repeated a thousand times. The 
answer always brought out is that 
price controls must be kept until 
supply is in balance with demand. 

Incidentally, the argument ‘really 
isn’t so much about this theoretical 
staff. In our industry, for example, 
the difference of opinion is about the 
practical balance of supply and de- 
mand. Lumbermen are saying that 
when the demand actually develops 
the supply will be ready. But more 
about that later. 

Chester Bowles, of the OPA, is for 
a resolute pricing policy; both now 
and for an indefinite period to come. 
The promise is that these controls 
will be abated as supply catches up 
with demand. John Snyder, Director 
of Reconversion, seems to be backing 
Mr. Bowles. President Truman is 
backing both of them. Manufacturers 
are being offered prices about equal 
to ’42 levels; together with some in- 
dividual increases. Retailers are be- 
ing asked to absorb part of those in- 
creases. 

Controls will end automatically next 
June 30 unless extended by Congress. 
What about the Congressional aitti- 
tude? Well, June 30 is a long way 
off, and what happens then will be 
determined by the course of events. 


How About Congress? 


Don’t jump too fast to the conclu- 
sion that Congress is out to swat all 
the bureaucrats and all their works. 
This page is no political pillar of cloud 
or of fire; but we suggest that you 
give thought to a variant of a much- 
repeated question: “Don’t you know 
there’s an election on?” Sure enough, 
the voters will not go to the polls 
for more than a year; but the elec- 
tion’s on, right now. And voters who 
want goods prices restrained are more 
numerous than those who want all 
restraints removed. 

Congress is under a thousand in- 
dividual pressures to correct specific 
inequities caused by price controls. 
That body is informed about the 
squeeze now being put on profit mar- 
gins. But Congressmen have no illu- 
sions about what would happen to 
them personally if they knocked out 
the controls now and if a runaway 
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SAW M 


PROMPT DELIVERY 


Sturdy and dependable. Fast. accurate saw 
ing assured. 

Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast. power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


86 years’ experience in building Saw 
Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 





Ts 


a Ne % Ke ke Growing Timber for 
Your Future Needs 


Since 1904 Urania has been carry- 
ing on scientific forestry — and 
now has more than 110,000 acres 
growing timber for your future 
needs. 

All Urania ngs © | is under the 
supervision of a graduate for- 
ester. Normally spaced sound 
Pines are not considered for cut- 
ting until they reach a minimum 
diameter of 12 inches — hard- 
woods |4 inches. Trees with best 
prospects are left to grow larger. 


The others are cut to make room 
for the ever oncoming seedlings 
and saplings that will provide 
your future Urania lumber. 
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You Can 
Cooperate With O. D. T. 


and at the same time save most 
of the freight charges by using 


PAR-TOX 


Wood Toxic Concentrate 


Every gallon of PAR-TOX makes 
30 gallons of toxic solution — by 
simply adding 29 gallons of low- 
cost reducing agent, available 
locally. 

It saves much in needed freight 
space — with an equal saving in 
transportation cost. 


Specify 
“Par-Tox Treated” 
on your next order. 


IRA PARKER & SONS C0. 


OSHKOSH, WISCONSIN 





y 10 000 ACRES | 





Efficient Methods 


Modern equipment and streamlined produc- 
tion methods are part and parcel of the Pope 
& Talbot sawmills . . . each phase of opera- 
tion coordinated to deliver lumber that is 
properly milled, expertly handled and con- 


scientiously graded to high standards. 


At war, our mills and our men did their full 
share in America’s stupendous lumber pro- 


‘duction. As fast as controls are lifted, Pope & 


Talbot will be ready to serve your needs with 


fine lumber . . . to help you secure your share 


in the huge home-front building programs 


POPE & gx, TALBOT 


LUMBER DIVISION 
461 MARKET ST. SAN FRANCISCO 














































































You have a Drawing 
Account on a Growing 


Lumber Supply 


OZAN’s scientific forest 
management policy is piling up 
reserves of famous 0 

shortleaf pine on which your 
future sales volume can be 

built. 


Today OZAN, like other mills, 
is finding it difficult to main- 
tain volume, but is doing its 
best to meet its customers’ 
needs so far as possible. 


() /) d ll LUMBER COMPANY 


Prescott, Ark. 


is your dependable source for 
tomorrow. 














Power Falling of Craig Mountain Pine 


Modern Facilities 
—Modern Lumber 


Not only does Craig Mountain 
keep up-to-date on facilities and 
methods, but also up to standard on 
quality. 

Craig Mountain starts with qual- 
ity in the tree—and maintains it 
through every step of manufacture, 
right through to the customer. 





Member of Western Pine Assn. 





CRAIG MOUNTAIN LUMBER Co. 
Winchester, Idaho. 












inflation or a depression were to over- 
take the country before November of 
46. They will say much about indi- 
vidual initiative and the American 
Way; and they’ll endeavor to correct 
some glaring faults in pricing. But 
they’re giving attention to the unem- 
ployed and to the low-income group, 
trying to avoid increases in living 
costs that would be hard on these 
people. And they’re also trying to 
hold the line, more or less, while in- 
dustries are reconverted to civilian- 
goods production. It’s no mockery 
to say that Congressmen live on 
votes. In fact it’s just another way 
of saying that in this country the ma- 
jority rules. 

This page stated in an earlier issue 
that the Administration was set for 
an abrupt change-back-to civilian goods 
production; with no continuance of 
war-goods manufacture just to keep 
workers employed while plants are 
being reconverted. We've been asked, 
if this is true, why the government 
holds down prices; at the risk of 
making it impossible for plants to op- 
erate at all. The practical answer, 
so we’re told, is that the government 
expects the huge public demand for 
civilian goods to assure a fair profit 
even at narrow price margins. Gov- 
ernment people think manufacturers 
and distributors are so anxious to cut 
themselves into this volume market 
that they’re not likely to stage any 
sit-down strikes; not even if there 
isn’t much profit until volume is built 
to boom size. Maybe so; but it’ll be 
tough on the small manufacturer and 
the small distributor. These are the 
boys whose volume can hardly be ex- 
pected to expand enough to offset nar- 
row margins. 


Construction Market 

The OPA, the OES and the NHA, 
together with the C.I.0O. and the A.F. 
of L., have urged the keeping of the 
WPB cost restriction on new private 
houses. Some of them doubt if this 
will be enough. Suppose the top fig- 
ure is $8,000—or is raised to $12,000. 
as some government men have sug- 
gested—and suppose a $6,000 house is 
sold at the ceiling; well, you’ve got 
inflation. Some of the OPA men, we 
understand, have suggested a pricing 
formula by construction units; walls, 
faundation, roof, labor costs and the 
like. The mere thought of such a 
formula sets a builder to chewing 
the rug. But these agencies and 
the labor organization repeat once 
more that unless costs are held 
within bounds the expected building 
boom will collapse, the two-thirds 
or three-fourths of building prospects 
who expect to spend less than $8,000 
per house will back out of the market, 
and the expected millions of jobs in 
the construction field will dwindle. 

On the other hand, the Federal 
Works” Agency, the lumber retailers, 
the builders and the real estate men 
are against any kind of ceiling plan. 
They say this limit is bad in itself 
and that it discourages the great bulk 
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of building prospects, even if they 
intend to stay within the limits. 

Retailers and construction men say 
of course they don’t want a boom fol- 
lowed by a collapse; that if they 
thought there was the remotest dan- 
ger of it they’d go along with the 
control idea. But they don’t think 
there is any such danger. 

As they see the business, it’s like 
this: the expected boom isn’t coming 
this year; not in habit-forming quan- 
tities. It’s September now; and the 
northern winter will be coming along 
before many houses can be completed, 
even if everything were available im- 
mediately. It’s not only the lack of 
materials. Plenty of these red-hot 
prospects who clamored for houses 
during the war will find that they’re 
not quite ready. Maybe they want a 
new type of architecture, such as the 
women’s magazines have been pictur- 
ing and describing. Or do they? On 
the other hand, it might look queer 
and have no resale value. Play that 
one out, and it means delay; not for 
lack of lumber, but for lack of owner 
decision. Add lesser problems; such 
as getting permits, arranging loans. 
finding a reliable contractor and so 
on. Sure enough, some houses will be 
built this year. But the big push 
isn’t likely to get going until next 
year. And by that time, so say the 
lumbermen and construction men, 
there’ll be materials enough to meet 
demand; and the old factor of supply 
and demand will keep prices in bal- 
ance. 

One Washington association man 
put it like this: “Why go through 
all this labor and disturbance, set- 
ting up a special price control that 
will not be needed by the time it’s 
had the bugs taken out of it?” 

In a republic, anything is possible; 
so it may be the boys will get this 
price control stopped or at least modi- 
fied. Nobody knows. But it'll be 
quite an exploit, if this block is man- 
aged. At the moment it looks as 
though construction prices is going 
to be tried. Bowles is hot for it. 
Snyder supports him. The President 
seems to be on that side. Congress 
will take some swings at details; isn’t 
likely at this time to go out full 
force against the basic price control 
purpose. Bear in mind, however, the 
clear understanding that as soon as 
supply is definitely equal to demand 
the controls will be taken off. The 
OPA ‘doesn’t expect this to happen 
soon. But the industry thinks that. 
taking all things into consideration, 
the business isn’t far out of balance 
right now. As we said earlier, the 
comments in Foggy Bottom are loud: 
but they’re still in the guessing stage 
At least so far as construction pric- 
ing is the subject. 


Government in Business 


Reconversion started with a rush. 
Some analysts think the speed was 
more apparent than real; that the 
tough days of the changeback are 
ahead. However, the speed with 





which 
contre 
dated 
citize! 
retur! 
The 
it’s 01 
thing: 
tions. 
ployn 
Presi 
The 
callec 
been 
So fa 
the t 
appre 
get” 
the t 
mate: 
other 
tiona 
Ob: 
to be 
No le 
say |] 
not | 
as M 
yet 1 
pract 
will 
our | 
that 
is N 
ment 
trary 
Th 
some 
have 
man 
tern, 
been 
ence 
it. 
pect 
itiat 
velt 
rela: 
and 
free 
war! 
Bu 
orde 
omy 
Secc 
econ 
asks 
mini 
stati 
tices 
gion 
upo1 
tinu 
men 
Fed 
Soci 
AY 
Dage 
Sage 
NO’ 
men 
we’l 
tion 
The 
not 
coul 
soni 
0: 
inet 


Am 


which controls have been lifted and 


isn’t good sportsmanship to jump onto 



























ey Congressmen must find out what the 
control and operating agencies liqui- that long-suffering body. Everybody folks at home were thinking before 
= dated have been most encouraging to does it; and when some one comes up the Solons could make up their minds 
a citizens who believe in and want to with a kind word for the Hill the about reconversion. 
oad return to the old-time individualism. Solons either burst into tears or put It’s always good technique in pol- 
os They have reason to feel good. But their hands on their pocketbooks. itics, if you want to cover something 
a it’s only fair to say that a couple of The amusing factor at the moment uD, to call violent attention to some- 
— things have damped their anticipa- consists of a series of wrong guesses thing else. 
7 tions. One is the so-called full-em- by the legislators. They guessed the So they expected to make a major 
s ployment bill, and the other is the Pacific war was good for a long run; assault upon the agencies; the idea 
ing President’s message. so they shoved the President’s re- being to save the taxpayer’s money. 
i. The full-employment bill, sometimes conversion legislation into the bottom But when they got back they found 
“ae called the National Budget bill, hasn’t drawer and went home. Then the the agencies demobilizing so fast that 
aan been very accurately named even yet. yellow peril ran out on them, and they the President had to ask them to slow 
ion So far as full employment is concerned got jerked back to pick up the neg- up. So there hasn’t been much to do 
om. the bill seems to do little except to lected job of legislating for peace. except to get dispiritedly back to the 
ia approve the idea. The “National Bud- The theory of the vacation was that legislative chores. 
hot get” name rises from the fact that 
Bes the bill would authorize annual esti- 
Pre mates of employment and income; in 
¥ other words, a budgeting of the na- 4 al RA LY [ AR ED 
the tional economy. 
ur- Observers on the Hill say it’s likely 
On to be passed in some form or other. 
No legislator is going to stand up and f & S 
“2 say he’s opposed to full employment; rom t e ervice 
for not if his memory goes back as far 
; as Mr. Hoover’s administration. And 
a yet no one. seems to know what the of Our Country 
ns. practical operating effect of the bill 
so will be, if it becomes law. But for 
in our immediate purposes, note merely 
ish that the passage of such a policy act 
ext is NOT going to take the govern- 
the ment out of business. Quite the con- 
en. trary. 
eet The President’s message surprised 
ply some people but tage need not 
bal- have done so. In the main Mr. Tru- ' . : 
' man has followed the New-Deal pat- wee to pick 
_ tern, during the ten years or so he’s ae weveee ae 
igh been in Washington. With a differ- quickly as conditions 
set- ence, to be sure; but he’s followed will permit us to do. 
hat it. Rather clearly Mr. Truman ex- While we've made a start and are 
it’s pects to rely more upon private in- Liane’ ties toe deal 
itiative in business than Mr. Roose- a ene we Seer 
li velt did. He calls attention to the and industrial requirements, we re 
this relaxation of many wartime controls frankly very short on the kind of 
odi- and promises more progress toward a stock most of our customers want. 
Be a as rapidly as conditions The way things loi right now, it 
as But he has much to say about “an is going to be some weeks, possibly 
ing orderly transition to a peacetime econ- a few months, before we can offer 
it. omy”; and urges the extension of the anything like the kind of service 
lent Second War Powers Act under which we normally have offered in the 
ress economic controls have operated. He past. 
sn't asks a substantial increase in the In th ; - 
full minimum wage rates, permanent nt e meantime, we must continue 
trol status for the Fair Employment Prac- to solicit your indulgence. 
the tices Committee, establishment of re- 
1 as gional development areas presumably 
and upon the pattern of the TVA, con- 
The tinued support of farm prices, govern- 
ypen ment subsidies for housing, extensive 
hat. Federal public works, expansion of 
tion, Social Security, 
ance Again the one matter to which this 
the Page calls attention is that the mes- UMBE NY 
ud; Sage, like the full-employment bill, is ETROPOLITAN R OMPA 
age NOT calculated to take the govern- 
he. ment out-of business. Sure enough, CHICAGO MILWAUKEE 
we'll not be meeting the same regula- 4010 W. Madison St. 7534 W. State St. 
tions that got us down during the war. Kedzie 7510 Bluemound 4686 


The ones we do have to live with will Owners and Operators 





‘ush not be so wild and wooly. But don’t Ponderosa Mouldings, Inc. 
oa count on a sudden return to Jeffer- Redmond, Ore. 
SOnian governmental simplicity. 
the One of the amusing objects in Wash- LUMBER s BOX SHOOK a MOULDINGS 
a ington at the moment is Congress. It 
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THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


WORKS 
Holland, Mich. 


MACHINE 
238 Eighth St. 
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S Manufacturers: Circular Sawmills, Edgers, Trimmers, and Accessory 
Branches: Little Rock. Ark. ¢ Natchez, Miss. ortland, Ore. © ttl 


DS SAAN PBA AT AMAA AAA SSS 











C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


H. B. Jordan, Gen. Mgr. 
C. W. Jordan, Sales Mgr. 


Clarke County Lumber Company 


Wholesale Forest Products 
Box Shooks 


® * 2 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 


Phone: L. D. 101 
Phone: Local 125 
THOMASVILLE, ALA. 
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PACIFIC COAST 
LUMBER PRODUCTS 


Yard Stocks, Long Joists, Long 
Dimension, Plank, Timbers, Ties, 
MIXED CARS. Dependable values, 
Your orders will receive prompt, 
careful attention. Write us about 
your needs. 









LUMBER CO. 
PORTLAND, ORE. 


THE GRISWOLD 
FAILING BLOG 

















SPOT CORD 


REG- U.S. PAT. OFF. 











— the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 





























RAINELLE, W. VA. 


All 
West Virginia 


STEPPING & RISERS FLOORING—Red and TRIM & MOULDINGS Solid or Edge-Gined 
Oak & Birch White Oak, Maple, Chestnut, Ash, Birch, _ Dimension Maple, 
BEVEL SIDING -Poplar Birch and Beech Poplar, Oak. Basswood ~ Oak and Poplar 


“Cream of the 
Appalachians” 





American Car Do 


EVERY YARD SHOULD HAVE ONE 
Best and cheapest helper for 
loading and unloading lumber. 
Often pays for itself in one lum- 
ber shipment. Adjustable to fit 
openings 5 to 6 ft. wide: double 


r Roller 


a 











Can be furnished with wood or steel 
beam. ‘“American’’ Logging Tools 
extension roller for door 5 to 8 and Appliances best on the market. 
ft. wide. Write for catalog and information. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 
LET'S GIVE THE CARPENTER A BREAK. 


Mr. Dealer: Here is your opportunity to help the Contractor save labor 
costs in framing his complicated roofs. Just show him our vest pocket 
ae LENG book and you have indeed made yourself ANOTHER 


Any one can frame a a , dormer roof in a few minutes if he has 
BUILDERS’ TOPICS RA R LENGTHS BOOK. The book is a ROOFERS 
ACTUARY giving lengths, level, plumb and side cuts for all rafters for 
any even pitched roof, Widths or span from 1’ wide to 40’. 14 standard 
1 from /g to 5 to choose from. Lengths are figured to closest 
/16'’, angles to closest 1/, degree. Gives cuts to be used on the square 
as well as degrees to be used with radial saws. All the carpenter need 
do is to open the book to his pitch page and there in large print he 
finds his lengths—Side cuts—level and plumb cuts for all his rafters. 
Thus he can pre-fabricate his roof on the . no scribing or guess 
epee book is a natural and will be appreciated by Carpen- 
ters and Estimators in your territory. Write today for dealers’ discounts. 


SAMPLE COPIES $1.00 EACH. 
Builders’ Topics 


310 Medical Arts Building 1117—2nd Ave., Seattle, Washington 


WE are the original teachers of the Framing square in five easy lessons 
by mail. 
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Lumber Supply Situation 
Showing Some Improvement 
But Changeover Is Slow 

It can be said, without much em- 
phasis, that there is a little more lum- 
ber available for civilian consumer 
than there was before VJ-Day, but 
thus far retailers have had little op- 
portunity ‘to replenish badly depleted 
stocks. For the past week or so the 
industry has been in a lull as far as 
distribution is concerned, with manu- 
facturers rearranging routine to get 
back into peacetime business. 

The huge pentup demand is being 
felt in all markets, from consumers 
on up to manufacturers, who are being 
hounded by retail buyers for anything 
that will hold nails. Cancellations of 
war orders left some order files re- 
duced but they have since come back 
strong where operators were willing 
to make promises to other buyers. 
Some manufacturers are trying to 
avoid making commitments for too 
much until they get a better slant 
on the prospects for labor and what 
that labor is to cost. Workers from 
war plants and wartime work are not 
filtering back to woods and mills as 
fast as it was expected they would, so 
manpower is still the main stumbling 
block to increased lumber production. 
In the south, however, the industry 
differences with OPA on pricing poli- 
cies, plus a proposed increase in mini- 
mum wages is acting as a deterrent to 
maximum effort. Reports continue to 
come in of small operations which are 
closing down because it is not profit- 
able to operate under present restric- 
tions. 

On the West coast a strike vote 
has been taken among mill and woods 
workers but to date no definite course 
of action has been revealed either by 
the unions or the operators. 

Observers in some regions report 
hesitancy on the part of retail yard 
buyers to stock up heavily because of 
the belief that grades will improve by 
Spring and that there also is a possi- 
bility of a price break before then. 
Most of the lumber leaving mills for 
retail yards now is going into resi- 
dential repair and new construction 
plus farm building. Farmers in most 
agricultural areas report difficulty in 
securing ample supplies of lumber for 
fall repair and crop protection. Be- 
Cause of this prodigious demand by 
farmers and home owners, lumber 
yards generally find it practically im- 


possible to build up any appreciable 
stocks. 

It will be some time before dealers 
can expect to place the kind of orders 
they want to and expect reasonably 


early shipment. Reports from the 
western producing regions place the 
time as between 30 to 60 days, before 
lumber supply will commence: to ease 
up sufficiently to make any great 
difference in the overall picture. From 
then on the supply situation should 
gradually work back toward a nor- 
mal level. How long before it gets 
back to “normal” is anybody’s guess. 

The National Oak Flooring Manu- 
facturers Association members are 
stirring around to get back into peace- 
time production. They are meeting in 
Memphis, Tenn., this week to discuss 
their problems and determine policies. 
During the war period only one-third 
of the facilities of the industry were 
utilized in the manufacture of floor- 
ing. Part of the equipment was used 
for producing war items such as truck 
bodies, army cots, tent pins, etc. Other 
equipment was idle in spite of an over- 
whelming demand for flooring for war 
housing and essential construction due 
to a shortage of the lumber normally 
used for flooring, a shortage of labor 
and inadequate ceiling prices. 

With the withdrawal of the armed 
forces from the lumber buying mar- 
ket, the grades of lumber normally 
used for flooring will become available 
for that purpose. There will be a period 
of two or three months before the 
full effect of this increased lumber 
supply is felt because the hardwood 
lumber must be air-dried before it is 
ready for kiln drying for flooring. Due 
to the armed services having bought 
this lumber green, very little is now 
on sticks in drying yards. The short- 
age of labor should very soon be re- 
lieved by the return of war workers 
and service men. The OPA is now 
conducting a cost survey from which 
it is hoped adequate ceiling prices will 
result. Industry leaders expect, in the 
future, to exceed production records 
established in 1926 when 583,000,000 
feet was cut, and 1941 when 546,000,000 
feet was turned out. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 431 mills re- 
porting to the National Lumber Trade 
Barometer were 4.7 percent below pro- 
duction for the week ending Septem- 
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MARINE ANALYSIS 


ber 1. In the same week new orders 
of these mills were 1.4 percent more 
than production. Unfilled order files 
of the reporting mills amounted to 78 
percent of stocks. For reporting soft- 
wood mills, unfilled orders were equiv- 
alent to 28 days’ production at the 
current rate, and gross stocks are 
equivalent to 34 days’ production. 

For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by 4.5 percent; orders by 6.9 
percent. 

Compared to the average corre- 
sponding week of 1935-39, production 
of reporting mills was 4.6 percent 
less; shipments were 9.4 percent less; 
orders were 1.0 percent more. 


SOUTHERN PINE 
Production of southern pine by 115 
mills (77 units) for the week ending 
September 1 as reported to the South- 
ern Pine Association totaled 14,924,000 
feet. This is 22.42 percent below the 
three-year average for the same mills. 
Shipments during the week ended Sep- 
tember 1 totaled 16,583,000 feet, 11.12 
percent above output. Orders placed 
were for 18,149,000 feet, 21.61 percent 
above production and 9.44 percent 
above shipments. Total stocks on 
hand at the end of the week were 
122,625,000 feet as against unfilled 

orders for 95,218,000 feet. 


WESTERN PINE 

Ninety-four mills reporting to the 
Western Pine Association for the week 
ending September 1 cut 62,718,000 
feet, considerably below the same 
week a year ago when the output was 
80,178,000 feet. Shipments the same 
week this year were 53,602,000 feet, 
14.5 percent below production. Orders 
accepted in the current week were 
21.7 percent below the output at 49,- 
100,000 feet as compared with 77,- 
043,000 feet a year ago. Unfilled orders 
on hand September 1 were for 278,- 
749,000 feet with gross stocks at 702,- 
945,000 feet. 


WEST COAST 

Fir and other west coast mills pro- 
duced 79,165,000 feet of lumber during 
the week ending September 1, accord- 
ing to the report of the West Coast 
Lumbermen’s Association to the Na- 
tional Lumber Trade Barometer. This 
is 78.7 percent below the reported cut 
of the same mills in the corresponding 
week a year ago and brings the 1945 
cut to date 84.1 percent below the 
same period of 1944. Shipments the 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you ean furnish any of the felliow- 
hg (or anything else) write or wire me. 


1 or more cars 4/4", 5/4”, 6/4”, 
8/4” Soft or Hard Maple. Poplar, 
Pine, Gum, Birch, Willow, Magno- 
lia, Oak, Beech, etc. Any grade, 
preferably Uppers or Log Run. 
Kiln dried, air dried or shipping 
dry. Rough or S2S or S4S. Can 
use RW4L. or shorts. 




































































OU need these tools for 
insulation board jobs. 
Made of hard maple, light 
weight. Sharp, strong blades 
cut thru toughest insulation 
boards, leaving clean, smooth 
edge. Three tools, five blades, 
attachments, all for 


$350 
Sent postage paid 
anywhere in U.S.A, 
Extra Bevil-Devil Blades, of 
selected steel, ground to cut 
insulation board, package of 
100 for $4.00, postage paid. 


Save space—time—costs—release men 
for productive work—handle lumber with 
conveyors. 

Write for special 


bulletin, A.L.-95, 
describing Standard 
Conveyors designed 
to speed and cut the 
cost of handling in 
lumber and building 
supply yards. 


STANDARD 
CONVEYOR CO. 


General Offices: 
No. St. Paul, Minn. 
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week of September 1 totaled 76,842,000 
feet, and new business booked was 
95,415,000 feet. The unfilled order 
files stood at 531,532,000 feet, 199 per- 
cent of gross stocks of 266,486,000 feet. 


NORTHERN PINE 

Production of northern pine by five 
mills reporting to the Northern Pine 
Manufacturers Association totaled 1,- 
560,000 feet the week ending August 
25. This is about 250,000 feet below 
the same week a year ago. Ship- 
ments during the current week were 
990,000 feet and new business booked 
totaled 660,000 feet. Unfilled orders 
now stand at 7,755,000 feet and gross 
stocks are up to 37,370,000 feet. Total 
cut of the northern pine mills report- 
ing for the year to date is 30,385,000 
feet compared to 35,290,000 feet for 
the same period a year ago. 


In the Market Centers 

KANSAS CITY: Demand is terrific. 
Retailers and Wholesalers are begging 
for supplies but there just is not 
enough to go around. Priorities are 
generally forgotten and it is up to the 
mill to allocate as best it can. Can- 
cellations of U. S. contracts have had 
no effect upon the picture because 
most of the orders were for future 
delivery and had not been cut. Farm- 
ers are desperate for supplies and no 
general improvement is expected this 
year. Furniture factories and railroads 
are in the market for supplies also. 
The need is for all sizes and grades. 
Generally speaking, distributors ask 
for anything that is cut, regardless 
of grades. Wholesale volume in the 
first seven months of 1945 was 16 
percent less than a year ago, accord- 
ing to the Federal Reserve Bank’s 
report for the seven states in the 
southwest district. -July’s volume was 
31 percent under a year ago. 

The supply is very short. Some 
mills have a little heavy lumber on 
hand, the kind that the military had 
been buying and this is moving to 
contractors for factory construction. 
It is a hand-to-mouth proposition with 
most board and dimension outlets and 
no supply can be built up at the mills. 
A lot of green lumber is moving to 
consumers. The Federal Reserve Bank 
reports that wholesale stocks of lum- 
ber on August 1 were eight per cent 
less than a year ago. 

Weather conditions are good and 
production largely is confined to the 
larger mills who own their own timber. 
Small mills are steadily closing up 
because they cannot buy timber and 
convert at a profit because of ceiling 
prices. Shipments have speeded up 
because more trucks are back in work- 
ing order and more rail cars available 
now that the bulk of the crop in the 
southwest has moved. Labor is very 
short and those who originally left for 
the war plants are slow in returning. 
Mills are not grading so generally and 
are shipping the cut as it comes off 
the line because of the shortage of 
help. 


SEATTLE: Since the end of the 
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war domestic inquiries have increased 
but buying is as hard as ever. Much 
lumber still moves for the government 
and lend lease. Rough green plank 
is being sent east for remilling. Mills 
are not inclined to manufacture uppers 
due to difficulty in obtaining clear 
logs which are competed for by the 
plywood manufacturers and on ac. 
count of the price which is too low. 
The OPA should correct the spread 
between rough green and dry sur- 
faced lumber. Shingles are oversold 
in all grades. Most buyers will take 
any lumber they can get. Inquiry calls 
for a wide variety of stock. 

The supply picture is still as critical 
as at any time during the war. Stocks 
are not accumulating anywhere. Re- 
tail yards offer only odds and ends, 
It is believed here that somewhere 
between 30 and 60 days must elapse 
before lumber is any easier. Mills 
have big order files and tan divert 
hardly any to stock. 

Although large numbers of war 
workers have been laid off and more 
will lose their jobs little evidence can 
be found of more labor available for 
woods and mill operations. A large 
number of shingle mills are running 
one shift. Many workers are being 
absorbed into other industries. A 
strike vote has been taken but no date 
set for a strike and it is anybody’s 
guess whether there will be one. 

TACOMA: Although the war is 
over, the government still is very 
much in evidence as a heavy lumber 
buyer. The CPA still is reported to 
be buying lumber for the armed serv- 
ices and lend lease lumber shipments 
are leaving here for European destina- 
tions. One dealer explained this latter 
situation by saying he believed the 
treasury department is honoring con- 
tracts entered into before August 5. 
Such shipments currently are going 
from here by rail, destined for trans- 
shipment by steamer from New Or- 
leans. Some of the large mills are 
selling big timber as large as 38 
inches square, to resaw plants which 
are turning them into dimension and 
boards to fill demands of eastern buy- 
ers. Some government contracts are 
being cancelled. Many items are still 
virtually impossible to obtain 

Lumber supplies in general are not 
heavy. This is attributed both to the 
fact that there has been no appre 
ciable slackening in demand and to an 
evident tendency among retail yards 
generally not to stock heavily, prob- 
ably in the belief that grades will 
improve by spring. Most of the private 
lumber demand currently is for resi- 
dential building and farm construction. 

Cessation of hostilities and the re 
leasing of lumber controls so far has 
not caused a great deal of change in 
the lumber situation in this area. 
Heavy rains have greatly improved 
the forest fire situation, extinguishing 
such fires as were burning and thor- 
oughly saturating the forests to such 
an extent that the threat of further 
fires is grealy diminished. This is of 
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great value to the logging industry in 
particular as log supplies were shrink- 
ing greatly in the face of the indus- 
trys heavy production demands and 
now it will be possible for logging 
operators to again put the full speed 
ahead sign in effect. 

NORFOLK: There is no question 
put that retail yards would buy more 
lumber if it were available. At pres- 
ent, they are pleading for finish lum- 
per and oak flooring. From established 
mills and wholesalers, the retail yards 
can get little stock because there is 
none to be had. 

The retail yards in this territory 
have little lumber to offer except when 
they can buy it through unorthodox 
channels, Even the small mills operat- 
ing in the black market are finding it 
difficult to make up even a truckload 
of lumber, either in framing or boards. 
All yards are asking for oak flooring, 
which has not been under a priority. 
The supply is very scarce because 
most of the large flooring manufactur- 
ers are shut down for an indefinite 
period. The wholesalers do not have 
anything to offer but are only too glad 
to be able to fill old orders, which are 
far behind on shipments. 

While the weather in Virginia dur- 
ing the past week has been a little 
more suitable for lumbering, condi- 
tions farther south have been terrible 
and most mills are either shut down 
or trying to run when they can. The 
labor situation is still very distressing. 
The Barbadoes negroes have appa- 
rently left the sawmills and woods 
for other parts. Returning soldiers 
do not care for the “opportunities” 
offered them by sawmill men. 


MINNEAPOLIS: Every conceivable 
lumber consumer is pressing retail 
yards for supplies, with the result that 
stockpiles are not expected to get any 
better for a long time. Residential 
work is rapidly getting under way and 
millions of dollars worth of industrial 
building is projected with much of it 
getting started. Dealers are brushing 
off old private requests and trying to 
fill them. Manufacturers as well as 
dealers are deluged with potential buy- 
ing. Independent buyers are having 
difficulty, especially those who wish to 
specify grades and assortments. 

Inventories that were drained low 
during the war are not improving ap- 
Preciably. The Minneapolis area is 
still mostly dependent upon northern 
woods with little help on western lum- 
ber as yet. This low-inventory prob- 
lem affects dealers, wholesalers and 
mills alike and there is little chance 
for improvement while the present 
frenzied demand moves lumber from 
mills to construction with hardly a 
stop. 

Equipment and supplies situation 
With respect to northern pine logging 
and mills is improving but the labor 
bottleneck is still critical. The cut 
is running about 300,000 feet a week 
below the corresponding period in 
1944, hut improvement is expected as 
Dost-VJ-Day adjustments are made. 


News and Trends 
(Continued from Page 69) 


buy lumber at retail lumber distribu- 
tion yards. 

Producers seeking adjustments 
should make application to the Lumber 
Branch, Office of Price Administration, 
Washington 25, D. C. 


OPA Explains Adjustment in 
Prices for Specified Items 


To supplement a general announce- 
ment of a new provision effective 
Sept. 15 for individual price adjust- 
ments of specified items for manufac- 
turers who can show they face produc- 
tion at a loss under existing ceiling 
prices, the Office of Price Administra- 
tion has given the following explana- 
tion: 

No adustment will now be made 
under this action that could be made 
under Supplementary Orders 118 to 
119, the reconversion individual ad- 
justment orders of July 23. 

The list of eligible items, contained 
in an appendix to the action, contains 
a wide variety of goods, from raw in- 
dustrial materials to consumer items. 
In general, they are commodities now 
covered by regulations that do not 
have adequate provision for price ad- 
justments. 

An applicant for relief must be able 
to show that both the following con- 
ditions exist: 


1. In the last three or more months 
his business operations as a whole 
have been conducted at a loss, or will 
be so immediately, as a result of re- 
cent changes in the industrial picture, 
and 


2. The existing or prospective loss 
is for some basic or persisting cause, 
and is not due to: 


a. Seasonal, non-recurring or tem- 
porary factors affecting opera- 
tion; 

b. A reduction in volume of pro- 
duction below the normal eco- 
nomic capacity of the plant; 


ec. The payment of unlawful 
wages or excessive salaries or 
of similar unjstified prices for 
materials. 


d. The payment of voluntary 
wage increases under the re- 
cent Executive Order of Aug. 
18; 


e. Current overhead costs that 


are abnormally high relative to" 
sales volume, except where 
these costs can be shown to be 
unavoidable; 


f. Transactions with affiliated 
corporations or businesses that 
are different from transactions 
resulting from arm’s length 
bargaining, or from customary 
transactions with such busi- 
nesses; 

g. The setting aside of funds for 
war reserves or other contin- 
gencies. 
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NATIONALLY 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 









Our production 
is drastically curtail- 
ed by reason of problems 
related to the war effort, but we 
are doing our level best to partially 
fill demands; at the same time planning 
for that day when we can again serve our 
customers with enough—on time. 





PRODUCT OF 


GEO. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 
LARGEST MANUFACTURERS OF 
SEND . 
$ for this 
1 new booklet 


“THE COMMERCIAL 
TIMBERS OF 


MEXICO” 


Concise new Booklet listing and describing 60 
species Mexico's commercial timbers. Compares 
them with U. S. species. Describes appearance, 
texture, color, utility, size, weight, pronunciation. 
Practical, authentic. Sent postpaid on receipt of 
$! per copy. 





ARNOLD JOERNS 
Dept. A, 333 N. Michigan Ave., Chicago 1, Ill. 





’ Our flooring plant is modern through- 


out. For well-manufactured Maple 
and Birch flooring ify “Di : 
Hard.” 














LINDSEY ~ 


Self-Loading eke 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Menufecturers 
Laurel, - Miss. 








Wanted to employ 
GRADUATE FORESTER 


on a permanent basis. Married man 
preferred and must be under thirty 
and willing to work. Furnish complete 
information in writing to: Geo. Drolet, 
First National Bank, Tuscaloosa, Ala. 














LEMIEUX BROS., INC. 


FORESTERS-—TIMBER ESTIMATORS 
APPRAISERS—CIVIL ENGINEERS 


610 Pere Marquette Bidg., NEW ORLEANS, LA 





WEBSTER. 


Uniformin 
COLOR E 
TEXTURE 
QUALITY 

FAG rm E. Webster Lumber Co. 


Kansas City, Mo. 








HOUSTON BLOW PIPE 
AND SHEET METAL WORKS 
HOUSTON, TEXAS 


38 Years’ Experience 


Engineering Service and Estimat 
Obligation — Send Us ~~ ee 


“CORINTH MACHINERY. 


CORINTH, oon” 


Sawmilis, Edgers 
Smooth End Trimmers 
Mill Supplies 








BALSA 


Again available without priorities 
er ether restrictions. Stocks in 
New Orteans 


F.C. LUTHI & CO., 212 Batter Bic 
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Col. W. B. Greeley Retires, 
Harold Simpson Takes Over 


Announcement of the retirement of 
Col. W. B. Greeley from active man- 
agement of the West Coast Lumber- 
men’s association and the appoint- 
ment of Harold V. Simpson as his 
successor was made by WCLA Presi- 
dent Dean Johnson. 

The change will take place, Mr. 
Johnson said, as soon as the new 
secretary-management can wind up 





Harold V. Simpson 


Col. W. B. Greeley 


the affairs of the Washington, D. C., 
office of the association, where he has 
been in charge since Sept., 1942. 

“Col. Greeley will remain with the 
association in an advisory capacity,” 
Mr. Johnson stated. 

Describing the new secretary-man- 
ager of the association as “a native 
and product of Oregon, with experi- 
ence that has followed West Coast 
lumber trade over the world,” Mr. 
Johnson emphasized the need of the 
Pacific Northwest’s major industry for 
dynamic sales promotion effort in the 
years ahead. “Hal Simpson is pow- 
ered and trained to head a drive to 
maintain West Coast lumber against 
competition.” 


Named General Sales Manager 


The appointment of C. L. “Check” 
Owens as general sales manager of 
the Philip Carey 
Manufactur- 
ing Co., Cincin- 
nati, Ohio, was 
made by E. W. 
Smith, vice presi- 
dent in charge of 
sales. The an- 
nouncement coin- 
cided with the 
18th anniversary 
of Owens’ joining 
the Carey organ- 
ization, which he 
has served as special..representative, 
branch manager in Omaha, Chicago 
and Cincinnati, and assistant general 
sales manager. 


Cc. L. Owens 
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Ruberoid Elects Two 
New Vice Presidents 


Louis Herscovitz, former sales man- 
ager of the Western division of the 
Ruberoid company has been elected 
vice-president and general sales man- 
ager. 

Mr. Herscovitz has been associated 
with Ruberoid for 
the past seventen 
years and in 1941 
was elected to the 
board of direc- 
tors. Except for 
two years of serv- 
ice with the U. S. 
Marines in the 
first World War, 
he has been con- 
nected with the 
building mate- 
rials industry all 
of his working life. As sales manager 
of the company’s western division his 
territory comprised eighteen states in 
the central, north central, northwest- 
ern and southwestern sections of the 
country. 

Walter G. Cowan, former manager 
of the Eastern division of the com- 
pany has been named vice-president 





Louis Herscovitz 





Samuel P. Moffit 


Walter G. Cowan 


and general manager of manufacturing. 
At the same time it was announced 
that Samuel P. Moffit, formerly vice- 
president in charge of sales has been 
elected executive vice-president of the 
Ruberoid company. 


Illick Named Dean of N. Y. 
State College of Forestry 


Dr. Joseph S. Illick has been named 
dean of the New York State College 
of Forestry, Syracuse university, by 
members of the board of trustees. 

Dr. Illick, who has served as acting 
dean since 1943, was formerly state 
forester of Pennsylvania, and he came 
to the New York State College of For- 
estry as special lecturer in. silvi-cul- 
ture in 1941. He later became head 
of the department of forestry manage- 
ment. 
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Manufacturing 


Wellow Pine and Hardwoods 


Including End-Matched Pine and Oak Flooring 


Mills: Diboll, Texas 
Pineland, Texas — MODERN KILNS AND PLANING MILLS — 
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Sitka Spruce Lumber 


and 


Box Shook 


POLSON AG Go 
Lumber & Shingle Mills| Qo" 
Division of 7 Kaing Lake 


Polson Logging Company 


Hoquiam, Washington SALES OFFICE: 1204 Conway Bidg., CHICAGO 2, ILL 
Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 


Shevlin Pine Sales Company 


| 


















































SELLING THE PRODUCTS OF DISTRIBUTORS OF eetes 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY PONDEROSA PINE 
McCloud, Calif. mes. U. ©. ye =. {PINUS PONDEROSA} 
“THE SHEVUNLHINON COMPANY too Fst NansSso ise Batdee | SUGAR (Genuine White) PINE 
“Member of the Western Pine Associe- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
tion, Portion, Oregon. DISTRICT SALES OFFICES: 
: ot tw Magen “a cuicaco an SAN FRANCISCO 
Fs Graybar Wacker Monadneck Bidg. 
Fae Woodwork 


Mohawk 4-9117 Telephone Central 9182 Exbreek 7041 
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Top is a battery of Moore Cross Circulation kilns at Klickitat, Wash., and at the bottom are the 
Moore kilns at the Libby, Mont., plant. 


J. Neils Lumber Company 
Installs New Dry Kilns 


The J. Neils Lumber Co., operating 
plants at Klickitat, Wash., and Libby, 
Mont., recently remodeled its old ex- 
ternal blower-type kilns at Klickitat 
to the Moore cross-ventilation sys- 
tem. This modernization job included 
the installation of automatic tempera- 
ture and humidity control, automatic 
ventilator control and steam pressure 
controllers, a recent Moore develop- 
ment. In final conditioning of the lum- 
ber, water sprays are used. The mill 
at Klickitat is under the management 
of Hugo Schmidt, assisted by Gerhard 


Neils, with John Berry supervising 
the dry kilns. : 

The J. Neils plant at Libby has 14 
Moore cross-ventilation kilns, and was 
one of the first in the Inland Empire 
to convert from yard drying to 100 
percent kiln drying. Walter Neils man- 
ages this plant, assisted by Arthur 
Neils. John Knudsen has charge of the 
kiln drying. 


To Erect Modern 
Plant Near Mobile 

Georgia Hardwood Lumber Co., Au- 
gusta, Ga., has entered into a 20-year 
agreement with the Tennessee Coal, 
Iron & Railroad Co., a subsidiary of 


the United States Steel Corp., to ex- 
ploit the timber from a 50,000 acre 
tract of longleaf yellow pine in Bald- 
win County, Ala. To assure these 
resources being handled in the most 
proficient manner, the Tennessee Coal, 
Iron & Railroad Co. has turned the 
entire operation over to Georgia Hard- 
wood Lumber Co., who will practice 
tested conservation methods in for- 
esting and manufacturing while pro- 
viding the world market with out- 
standing lumber products. 

“Under the agreement, Georgia Hard- 
wood Lumber Co. will erect a large 
and completely modern plant near 
Mobile. The plant will be a model 
installation,” commented Owen R. 
R. Cheatham, president of Georgia 
Hardwood Lumber Co. “In construct- 
ing it, we will take advantage of all 
of our experience in logging, manufac- 
turing and shipping to erect a plant 
which is truly modern in every re- 
spect. We consider our appointment 
for this job by United States Steel as 
one of the finest compliments which 
could be given a company such as 
ours.” 


Announces Veterans’ 
Reemployment Policy 


Minnesota & Ontario Paper Co., 
Minneapolis, Minn., through its presi- 
dent, Donald D. Davis, has announced 
that seniority presently will govern 
the order in which returning veterans 
are reinstated in their former posi- 
tions. 

“When a former employee who en- 
tered the armed forces directly from 
our employ returns and refuses or is 
unable to perform the duties of the 
position to which he is legally entitled, 
we will seek to place him in another 
that is mutually agreeable,” Mr. Davis 
said. “If this is done, the veteran will 
be informed that his status is that of 
a new employee, subject to any prior 
rights of other veterans previously 
holding that position. 

Returning veterans will be rein- 
stated to all group life and hospitaliza- 
tion benefits without a wating period 
immediately upon return to employ- 
ment. 

The company will grant leaves of 





TRIANGLE 


RED DEVIL No. 2 Triangle 
Points are now packaged 
in 5¢ and 10¢ size handy 
packages which permit 
dispensing of a few at a 
time, preventing wasteful 
loss caused by ‘‘loose’”’ 
containers. Triangle 
Points come in 6 
standard sizes and 
can be purchased in 

“a pound to 100 Ib. 
quantities. 


Vv RED DEVIL TOOLS. 


Irvington 11, N. J., U.S.A. 


GLASS CUTTERS + POINT DRIVERS @ 
PAINT CONDITIONERS e¢ 
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“Rod Devi 


PQINTS 


“ 


PUTTY KNIVES 
FLOOR SANDING MACHINES 














Leaders 








KNIGHT SAW MILLS 


All lron & Steel Construction 
DOGS, SET WORKS, EDGERS 
Manufactured by 
THE KENT MACHINE COMPANY 
117 Portage St. Cuyahoga Falls, 0. 











struction, Etc. 


* WOOD SCRAPERS 





BOOKS THAT WILL INCREASE YOUR PROFITS 
AMERICAN LUMBERMAN can fill your needs for practically 
any book on any subject pertaining to Mill Work—Calculat- 
ing footage & prices—Wood Identification—Estimating—Con- 

WRITE FOR COMPLETE CATALOG 


AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 











September 15, 1945, AMERICAN LUMBERMAN 


abse 
state 
avail 
voca 
ized 
com] 
Be 
may 
them 
pany 
once 
ploy} 
days 
Th 
defin 
one 
“dire 
who 
ment 
from 


Nils 
Pres 
Nil 
the 
reau 
Prod 
has | 
ed v 
of 
Con 
Ame 
sion 
den 
cord: 
cen 
ment 
Leics 
com] 
dent, 
Be 
was © 
in 19 
sives 
Mané 


—_——— 





- £) 
Electri 
Vision 
kite he 
sales 


_. 


Milt 
US « 

Mi 
of th 
ers ¢ 
cept 
the " 
the ] 

Ad 


AME 


cre 
ald- 
ese 
lost 
oal, 
the 
ard- 
tice 
for- 
pro- 
out- 


ard- 
irge 
lear 
adel 

R. 
rgia 
‘uct- 
all 
ifac- 
lant 

re- 
nent 
1 as 
hich 
l as 


Co., 
resi- 
nced 
vern 
rans 
posi- 


) en- 
from 
or is 
' the 
itled, 
other 
Javis 
1 will 
at of 
prior 
ously 


rein- 
aliza- 
eriod 
iploy- 


es of 














icago 


RMAN 


absence of reasonable length to rein- 
stated veterans to permit them to 
avail themselves of educational and 
vocational training which can be util- 
ized in job opportunities with the 
company. 

Because some reinstated veterans 
may experience difficulty in adjusting 
themselves to civilian life, the com- 
pany will grant a reinstated veteran 
once within his first year of reem- 
ployment a leave of absence up to 90 
days, with no loss of seniority. 

The term “reinstated veteran” was 
defined by Mr. Davis as applying to 
one who entered the armed services 
“directly from our employment and 
who was reinstated into our employ- 
ment within 90 days of his discharge 
from service.” 


Nils Anderson Named Vice 
President of Casein Co. 

Nils Anderson, Jr., former chief of 
the Plastics Section, Chemical Bu- 
reau of the War 
Production Board, 
has been appoint- 
ed vice president 
of the Casein 
Company of 
America, Divi- 
sion of the Bor- 
den company, ac- 
cording to a re- 
cent announce- 
ment of W. F. 
Leicester, Casein 
company presi- 
dent, 

Before he joined WPB Mr. Anderson 
was with the Bakelite corporation and 
in 1941 was made chief of the Adhe- 
sives Unit of the Office of Production 
Management. 





Nils Anderson, Jr. 








C. J. Enderle (right), manager of the General 
Electric Company’s electric sink & cabinet di- 
vision sets up a miniature modern electric 
kitchen for the benefit of the division’s new 
sales manager, R. B. Beale, Jr., with head- 
quarters in Bridgeport, Conn. 





Milton Smith, NLMA Accepts 
US Chamber of Commerce Post 

Milton A. Smith, assistant counsel 
of the National Lumber Manufactur- 
ers association, has resigned to ac- 
cept the post of assistant manager of 
the Trade Association department of 
the U. S. Chamber of Commerce. 

A member of the NLMA staff since 


1940, Mr. Smith has also served as 
assistant director of the association’s 
Law Information and Statistical di- 
visions. 


Belgium Grateful to Allies 
But Appeals for Lumber 


AMERICAN LUMBERMAN has received 
a letter dated July 14, from Leo Van 
Coppenolle, importers of foreign 
woods at 2-8, Quai des Pecheurs, An- 
twerp, Belgium, announcing the re- 
tirement of Leo Van Coppenolle be- 
cause of his health and age. His 
timber trade is being continued under 


the firm name of Anciens Etablisse- 
ments Leo Van Coppenolle, s.p.r.l., at 
the former address. 

The letter continues: “We are very 
grateful to the valiant allied forces 
who made the defeat of Germany pos- 
sible and gave us back freedom and 
independence. We hope that in the 
future it may be possible to get in 
touch again with our business friends 
of America. 

“The necessities for the reconstruc- 
tion of Belgium and for the repairing 
of partially demolished buildings are 
enormous and stocks have vanished. 
Do you think your country will be 











Herald-Argus Building 


Send us your stock 
lists and prices 








JOHN HAWEH EE 


Wholesale Lumber 


CATONSVILLE 28, MD. 
Teiephones; Catonsville 470 -- Gilmore 5823 
Yellow and White Pine -- Hardwoods -- Shingles 
West Coast Lumber 





MEMBER SOUTHERN WHOLESALE LUMBER ASSOCIATION 


P. 0. Box 3113 


Rough or dressed 
By car or truck 
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COVERS AND 
TARPAULINS 


PROTECT VALUABLE 
SUPPLIES 


Military supplies, men and material in transit and at terminals are 
being protected from all sorts of weather with Fultex and Shuredry 
covers, tents and tarpaulins. To get there and get there in good condi- 
tion is imperative. Fultex and Shuredry covers are giving a good ac- 
count of themselves. They are proving again and again that they give 
dependable protection. We are also makers of Back Bands, Cotton 
Twine, Truck Covers, Tents and other Canvas items. 


Write Dept. A L for interesting dealer proposition 


Fulton Bag & Cotton Mills 


Manufacture 


ATLANTA 
NEW YORK 


ST. LOUIS 
NEW ORLEANS 
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able to help us efficiently in repairing 
our homes? 

“We are interested in all kinds of 
woods, also veneers and plywood, and 
are desirous to get into touch with 
the business men of your country, as 
well as exporters who are not repre- 
sented in Belgium.” 








Knudson & Mercer Lumber Co. 
Purveyors to 
Accredited Retail Lumber: Dealers 
for 50 years 
LUMBER FROM SOUTH, WEST, NORTH 


Sash & Doors, Wallboards and Most 
Standard Specialties 








28 E. Jackson Blvd., Chicago 4, Ill. 








SULLIVAN LUMBER CO. 
vanv stock F ER 'oiiens’ 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 33 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 








W.T.SMITH LUMBER C0. 
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MINER'S EDGER WITH SKF BALL BEARINGS 


Simonds saws, lightest running. SPECIAL 
FEATURES: Variable feed for light power, 
guide rail and spurs make STRAIGHT lum- 
ber, well-balanced mandrel, now creosoted 
frame. IT CLEARS ITS COST IN 30 TO 60 
DAYS. 


MINER EDGER WORKS, Phone 1292, Meridian, Miss. 





WHEN YOU TRAVEL to PITTSBURGH 
S70P AT 


Pittsburgh's 
Newest / 


Preferred by Particular People 
1 
Relee~ 
SINGLES . DOUBLES 
$3.30 to $4.40 $5.00 to 46.50 


Radio & Bath in Every Room 


A KNOTT HOTEL - J05. F. DUDDY, Mgr. 





Paul H. Puffer Named 
President of Creo-Dipt 


Paul H. Puffer, former general sales 
manager and director of postwar plan- 
ning and_ vice- 
president in 
charge of public 
relations of the 
Norge Division of 
the Borg Warner 
corporation, has 
been appointed 
president of the 
Creo-Dipt com- 
pany, North Tom- 
awanda, N. Y., 
manufacturers of 
stained shingles 
and shingle stain. 

Mr. Puffer, succeeding the late 
Henry P. Kendall who was one of the 
founders of Creo-Dipt, was previously 
manager of the contracts division of 
the Kelvinator corporation and prior 
to that vice president and general 
manager of the Puffer-Hubbard cor- 
poration. 


Paul H. Puffer 


Roeser Builds New Factory 


A modern millwork factory, to take 
the place of an old building which 
burned in 1944, is being built by the 
Roeser company, Forest Park, IIl. 

The Roeser company has been 100 
percent on war production since fall 
of 1942, setting aside all its regular 
millwork business for the duration. 
Now that the war is over it will re- 
sume its peacetime manufacture and 
sales of frames, windows, doors, 
mouldings, cabinets, etc. 


Pine Inspector Retires 


Henry Jensen, for 26 years a mem- 
ber of the Western Pine Association 
Lumber inspection staff, retired Aug. 
1. Announcement was made by S. V. 
Fullaway, Jr., secretary-manager of 
the association. Dean of lumber in- 
spectors in the association’s bureau of 
grades, both in length of continuous 
service and in age, Jensen has spent 
nearly 50 of his 71 years on lumber 
grading and inspection work in the 
soft pine industry—first at white pine 
mills in Michigan; then in Minnesota, 
and later in the Inland Empire. He 
expects to continue to make his home 
in Albuquerque, N. M. 


Northwest Lumberman Marries 
A wedding of more than usual inter- 
est to lumbermen, particularly of the 
Western pine region, was solemnized 
in Spokane, Wash., Monday, Aug. 20, 
at St. Augustin’s Church. The bride 
was Mrs. Elizabeth Bird of Ogden, 
Utah, and the groom George Duffy of 
Spokane. The only attendants were 
Miss Rose Duffy, sister of the groom, 
and Willard Duffy, the groom’s eldest 
son. Mr. and Mrs. Duffy will make 
their home in Spokane after a honey- 
moon at Lake Louise and Banff.. 
George Duffy has been prominent 
in Inland Empire lumber circles for 
many years. His son, Willard, is as- 


sociated with him in operating the 
Duffy Lumber Co., wholesalers of 
western pine lumber products. The 
Duffys also are engaged in the manu- 
facture of lumber at Hot Springs, 
Mont. George Duffy has been _ par- 
ticularly active in the National-Amer- 
ican Wholesale Lumber Association, 
in the councils of Hoo-Hoo, and in 
many civic organizations in Spokane, 


Win Wilson Establishes 
Prefab Firm in Tacoma 


Win Wilson, back after three years 
in the Pacific as an Army Air Forces 
lieutenant colonel, 
has_ established 
his firm and his 
Plywood Struc- 
tures System of 
prefabrication at 
Tacoma, with of- 
fices at the plant 
of Tacoma Lum- 
ber Fabricating 
company where 
he is consultant. 

He has designed 

a new pre-built Win Wilson 
house, incorporating new theories of 
prefabrication intended to _ provide 
more flexibility of arrangement. The 


View of a prefabricated home designed by 
Win Wilson used to house war workers. 


initial house will serve both to test 
the principles of his medular system 
and as an exhibit home. 

Prior to the War, Mr. Wilson de- 
veloped the Plywood Structures Sys- 
tem under which more than 5,000 
pre-built homes and dormitories were 
erected to shelter southern California 
war workers. 


Awarded Silver Star 

Bruce Cowan, technician, fifth grade, 
is home from a year of combat duty 
in Europe, having served with the 
famous 104th (Timber Wolf) Division, 
eager to go back to school and study 
law as soon as he is released. The 
son of Major C. S. Cowan, chief fire 
warden of the Washington Forest Fire 
Association, Seattle, Wash., and sec- 
retary of the Washington State For- 
estry Conference, Bruce saw heavy 
concentrated action from Oct. 2, 1944, 
until the Allied victory. His division 
was. known among Allied and enemy 
troops the world over for its prowess 
at night fighting, and young Cowan 
wears the Silver Star for, as he ex- 
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presses it, “knocking out a couple of 
machine guns.” Bruce was married 
several weeks ago to Dorothy Steen, 
whom he met while attending Whit- 
man College. 

Major Cowan, whose daughter Pa- 
tricia held the rank of second lieu- 
tenant in the WAC before her mar- 
riage, served in World War I as a 
flyer in the RAF and won several 
medals himself. 


New Plywood Company Named 

One of the first large reorganiza- 
tions to be announced in the plywood 
industry was that of the General Ply- 
wood corporation, Louisville, Ky., of a 
$500,000 corporation, which is merging 
and taking over the operations of the 
Crescent Panel company and Indiana 
Veneer & Panel company, Louisville, 
and which will produce plywood, and 
products composed of plywood and 
plastics. 


Marlite Guitar 


Interior designers find many appli- 
cations for plastic-finished Marlite 
wall and ceiling panels manufactured 
by Marsh Wall Products, Inc., Dover, 
Ohio. But the guitar, made in San 
Jose, Costa Rica, from English Hare- 
wood Marlite genuine wood-veneer is 
one of the most striking examples of 
Marlite versatility and probably heads 
the list of unconventional applications. 
It emphasizes the unusual physical 
flexibility of Marlite, as well as the 
rich beauty of the wood-veneer and 
wood-patterns. 


Beacham Heads Company's 
Hardwood Lumber Division 

The J. C. Baris Lumber Co., New 
York 5, announces that A. G. Beacham, 
formerly of the Meadow River Lumber 
Co., Rainelle, W. Va., is now heading 
the Baris hardwood lumber division. 





Glue Company 
In New Building 

As the first step in an expanded 
postwar program, the Franklin Glue 
Co., Columbus, Ohio, now occupies a 
two-story brick building complete with 
three heavy overhead cranes, receiv- 
ing entrance, shipping platform, and 
office space. The structure provides 
much needed expansion of the com- 
Pany’s manufacture, research and 
sales facilities, according to Langdon 
T. Williams, president. 

New and modern equipment has 
been installed to increase production 
of the company’s small package units, 
one of its fastest growing items. 

The company manufactures Frank- 
lin Liquid Hide Glue and Bondwood 
Powdered Casein Glue. 


Opens Wholesale Business 
Joseph A. Adair, Western Forest 
Products, is the name on the door of 
the newest wholesale lumber office in 
Portland, Ore. Joe Adair, as he is 
familiarly. known. in- West Coast lum- 
ber circles, opened his new business 
Aug. 1 at 354 Pittock Block, Portland. 
For the past dozen years he has been 









a member of the staff of the J. F. 
Sharp Lumber Co., Seattle, resigning 
July 31 to enter business for himself. 
Mr. Adair was at one time located in 
Rockford, Ill., as salesman for Bloedel 
Donovan Lumber Mills of Bellingham, 
Wash., which company later took him 
to Bellingham as assistant sales man- 
ager. During the war period Mr. Adair 
has devoted most of his time to the 
distribution of western pines. He 
expects to handle all western woods 
and particularly the products of the 
western pine mills. 


Monsanto Expands Western 
Manufacturing Facilities 

Monsanto Chemical Co., St. Louis, 
Mo., through its Seattle (Wash.) sub- 
sidiary, I. F. Laucks, Inc., will erect 
a modern plywood adhesives plant 
which will combine on a 29-acre site 
south of the city limits. Laucks op- 
erations now carried on in two present 
Seattle plants. Produced at the new 
location will be synthetic resins for 
adhesives, and coatings and wood pre- 
servatives now made in the two 
Laucks plants. 
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LUMBER and PILING 
far SO Years 
Car and Cargo -- Wholesale Only 


ALL TYPES -- ALL GRADES 
Western Pines and West Coast Lumber 


Large and Long Timbers -- Fir Piling up to 150 Feet Z re 
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Terminal Sales Building, Portland, Oregon 
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Better Service Soon, We Hope 









L MPANY 


We have plenty of timber, 
plenty of mill capacity. Our 
big problem continues to be 
manpower. In the meantime, 
we're doing our utmost to try 
to build up an inventory—and 
hope within a few months to 
be able to offer the better serv- 
ice you've been waiting for. 


Rochelle, La.) 








FLOORING 
MAHOGANY 





AMERICAN LUMBERMAN, September 15, 1945 


With peace, we had expected to be 
able to swing back into resumption of 
service to our many customers. Unfor- 
tunately there are still problems. Our 
production is down. 
short. We ask your continued indulgence, 
pending improvement in our situation. 












Our manpower is 


Changes in Yard Managers 

T. B. Anderberg, division manager 
of Thompson Yards, Inc., Aberdeen, 
S. D., has announced the appointment 
of Ed A. Guthmueller as manager of 
Thompson Yards, Inc., Edgeley, N. D., 
replacing Charles Mohs, who died 
June 11. 

Announcement was also made that 
Bernard A. Schmidt succeeds Arlen 
G. Schultz as manager of Thompson 
Yards, Ine., Carrington, N. D. Mr. 
Schmidt was formerly with the Hafsos 
Lumber Co., Aberdeen, S. D. 


. . Obituaries 


EDWARD B. BALDINGER, 52, owner 
of the Baldinger Lumber service, New Or- 
leans—Aug. 8. 


CAPT. R. A. BARKER, 29, son of Mor- 
ton D. Barker of the Barker, Goldman, 
Lubin Lumber company, Springfield, 

Ill., died in a Japanese prison camp ac- 
cording to word received Aug. 2 by his 
wife. Capt. Barker was taken prisoner af- 
ter the capture of Bataan peninsula. 


EDWARD W. BARTHOLOMEW, 74, 
owner of Victory (N. Y.) Lumber com- 
pany and Pittsford (N. Y.) Lumber com- 
pany died in Buffalo—August. 


LOUIS M. BORGESS, 67, retired vice 
president of lumber company, Los An- 
geles—August. 


FRANK R. DILLMAN, 84, founder of 
the Dillman industries, Caruthersville, 
Mo.—Aug. 30. 


ROBERT E. FAIRCHILD, 66, treasurer 
of Mixer & Company, wholesale lumber 
concern, Buffalo—Aug. 20. 


ROBERT FULLERTON, 99, former 
owner of the Gulf Lumber company, 
Fullerton, La., and the Chicago Lumber 
and Coal company, St. Louis, Mo., died 
recently in Pasadena, Calif. 


LOUIS H. GARTMAN, 44, president of 
the Van Der Vaart Brick and Building 
Supply company, Sheboygan, Wis.— 
Sept. 2. 


VERNON C. GETZ, 55, president of 
the G. & F. Lumber company, Dayton, 
Ohio—Aug. f1. 


JIM B. HANDLEY, 39, head of the 
Jim B. Handley Construction company, 
Houston, Tex.—Aug. 22. 


RALPH D. MERRILL, 51, head of the 
R. D. Merrill Construction company, 
Helena, Mont.—August. 


SHELDON MORRIS, SR., 70, sales 
representative for the United States 
Plywood corporation and former vice 
president and general manager, South- 
ern California Hardwood and Manufac- 
turing company, died recently in Holly- 
wood. 


HARRY E. ORWIN, 69, part owner 
of the Cottage Grove (Iowa) Lumber 
company—August. 


EARL PALMER, 82, co-founder of the 
Ferguson-Palmer Lumber company, Pa- 
ducah, Ky., died in Great Neck, Long 
Island—June 29. 


ROSS O. STINE, 56, owner of the 
Stine Lumber company, Bryan, Ohio, 
was drowned Aug. 30 when his row- 
boat upset during a sudden squall. 


JOHN MERRITT THOMPSON, 75, 
founder of the Northland Lumber com- 
pany, and Wolverine Cedar & Lumber 
company, and the Thompson-Wells Lum- 
ber company, Menominee, Mich.—Aug. 29. 


ARTHUR L. WILKINSON, head of 
the Wilkinson Lumber company, Be- 
ment, Ill., and president of the Bement 
State bank—Aug. 29. 
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ADVERTISING 


PAYABLE IN ADVANCE 


Copy must be in office of AMERICAN LUM- 
B AN by Monday prior to publication 
date. Rates are based on number of WORDS 
and consecutive insertions as shown below. 
Be sure to count address. For “blind” ad- 
dress care this publication count 5 words. 
Advertisements are set in uniform style, in 
proper classification, with first line in capitals, 
if so ordered. 

Extra lines of white space count as 5 words. 
Please specify CLASSIFICATION desired. 


RATES PER WORD, PER INSERTION 

8c per word for one insertion. , 
7c per word, per insertion, for 2 consecutive 

insertions. 
6c per word, per insertion, for 3 to 5 consecu- 
tive insertions. 
MINIMUM CHARGE $§1.60. 
Attractive discounts for 6, 13 or 26 consecu- 
tive insertions. 
When answering “blind’’ advertisements ad- 
dress number shown care of 


AMERICAN LUMBERMAN 


139 N. Clark St.. Chicago 2, Illinois 








HELP WANTED 


WANTED—SUPERINTENDENT 
For large retail lumber yard in southern Wis- 
consin. Experience necessary. Must have 
ability to handle men. Address B-105, Amer- 
ican Lumberman. 











Wanted A Sash and Door Salesman for Cen- 


tral Illinois. Address G-45, American Lumber- 
man. 





BOOKKEEPER & STENOGRAPHER WANTED 
Florida Retail Lumber concern wishes to em- 
ploy an experienced bookkeeper, also stenog- 
rapher. Permanent employment in a good 
town. Address G-40, American Lumberman. 





WANTED: Combination Band resaw and ma- 
chine man for planing mill working heavily 
on surfacing two sides and center resawing. 
Address H-26, American Lumberman. 


HELP WANTED 


Wanted Northern Hardwood Inspector for 
steady immediate work. Address H-31, Amer- 
ican Lumberman. 


WANTED: Experienced office men and experi- 
enced hardware man for large retail lumber 
a Whelan Lumber Company, Topeka, 

ansas. 














Millwork executive wanted by long establishd 
Southem firm interested in expansion. Must 
be capable of managing special millwork 
plant and stock jobbing department. Splendid 
opportunity for experienced man. Write fully 
Box G-22, American Lumberman. 





WANTED—Allround yardman for small yard. 
State wages and experience. Chicago suburb. 
Address G-26, American Lumberman. 


WANTED for northern Illinois yard—expe- 
rienced lumberman with managerial and sell- 
ing experience who has a good workin 
knowledge of building construction. Goo 
starting salary with excellent future pros- 
pects. State qualifications in first letter. Ad- 
dress G-48, American Lumberman. 


WANTED AT ONCE—Capable retail lumber 
yard foreman, preferably a returned veteran, 
$280.00 per month. One year’s work New York 
State followed by permanent position Illinois. 
Write full particulars first letter. Address G-47, 
American Lumberman. 


WANTED: Experienced and capable Superin- 
tendent or Manager for our Mill Work Fac- 
tory, principal duties will be estimating, buy- 
ing and selling and general supervision of 
a employees. Address H-25, American Lum- 
berman. 














SALESMAN WANTED 


Large San Francisco lumber and building ma- 
terial yard. Must be experienced. Essential 
industry. Permanent job now and after the 
war. ‘Good salary and chance for advance- 
ment for some one able to assume responsi- 
bility. This is an inside sales job and a real 
opportunity. Address G-49, American Lumber- 
man. 





SMALL HOME DESIGNERS 


Old established mid-west firm wants services 
of designers and draftsmen. Permanent jobs 
for right men. Salary commensurate with ex- 
perience. Gordon-Van Tine Company. Dav- 
enport, Iowa. 





Lumber and millwork sal for company 
in Miami, Florida, experienced in selling con- 
tractors and builders. Age not over 35. No 
drinker. Excellent future for right man. Give 
full history. references, experience, details, 
photo in first letter. If satisfactory will ar- 
range interview. Address H-32, American 
Lumberman. 


WANTED—GRADUATE FORESTER 
' See display ad on page 84. 











WANTED: Experienced young lady for gen- 
eral office work in retail lumber yard. Sub- 
urb just outside of Chicago. Address H-49, 
American Lumberman. 





WANTED—Experienced Millwork Superinten- 
dent-Detailer for small Millwork Plant. Ad- 
dress E-50, American Lumberman. 





WANTED: Experienced _retail lumber yard 


manager for e yard in town of 10, lo- 
cated in good town in Iowa. Must be high 
class. . Complete. knowledge. of. business. 
Permanent connection. Salary open. Retire- 
ment pension plan in operation. lendid op- 
portunity for good man. Address H-28, Amer- 
ican Lumberman. 





Manager for country retail yard in Eastern 





LUMBER SALESMAN 


Industrial Experience preferred. Exceptional 
opportunity with large Chicago retail yard. 
State age, experience and salary desired. 
Address H-54, erican Lumberman. 


MANAGER WANTED 


For northern Illinois yard. Permanent posi- 
tion for right Lae | man. Rich farming am 
lient industrial community. Applicant 











Iowa. Must be experienced, sober and indus- 
trious. State age, experience, references and 
salary expected. Address H-73, American 
Lumberman. 





WANTED: An experienced man to at 


must be thoroughly experienced, goo sales- 
man, hard worker, sober, industrious. Salary 
plus an attractive profit sharing plan. 
State fullest qualifications in first letter. A) 
lications held confidential. Address H-59, 
merican Lumberman. 





planers and resaws, and care for machines 
in general. Permanent position. P. O. Box 
175, Lemoyne, Pa. 





WANTED at once for good Iowa yard in col- 
lege town, experienced lumberman, with 
selling experience, construction, plans. Good 
salary and working conditions. Address H-75, 
American Lumberman. 





Foreman, sober and industrious for Brooklyn 
umber Yard, capable handling 40 laborers, 
rmanent position, good pay. Address H-62, 
erican Lumberman. 





ARCHITECTURAL DRAFTSMAN 
WITH 


Creative ability and good personality to 
develop into executive position in our 
business—Experienced in design and con- 
struction of homes. 
THE KRUSE CO., ROCHESTER. MINN. 
Builders & Manufacturers 





WANTED: Man with drafting experience to do 
estimating and-sales —a a retail lumber 
yard. Address H-74, American Lumberman. 
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